te, 


In this pleasant National liv- 
ing room, the traffic-free floor 
plan permits hospitable eraup- 
ing of furniture. (Photos from 
Redbook Magazine ) 


GET THE 


STORY ON 
NATIONALS: 


See How Much More You Can Offer as a 
NATIONAL HOMES BUILDER-DEALER 


Inside as well as outside, National homes have what 
it takes to sell houses today. Not only are the exteriors 
superbly designed by a famous architect; the interiors 
are spacious, Convenient, appealing in every detail 

as these photos prove. 
Even more important to you is the “inside story” 
of how National Homes builder-dealers benefit all along 
the line by buying a “house package” from one 
reliable source. You get the finest quality “brand name” 
materials, pre-assembled for quick erection. You 
operate with far less site labor: less overhead: less 
invested capital; no inventory. It pays to build Nationals! 
Write or wire for particulars. Sound financial 


resources required, 


© wiwic.i9se 


NATIONALS ENJOY HIGHEST 
PUBLIC ACCEPTANCE 


Our continuous national advertising in LIFE 
and other leading magazines . . . beautiful 
full-color literature . . 
for our dealers at local level . 


. unequalled support 
plus the 
superior quality and lower cost of our prod- 
uct... all combine to make National homes 
first in popularity, first in sales. Cash in on 
this pre-sold market as a National Homes 
builder-dealer! 


A step-saving National kitchen: every- 


thing streamlined! 


* Guaranteed by 
Good Housekeeping 


Woman's Home Companion recently presented the 
Companion Award to National Homes for good kitchen 
planning and for some time all National Homes 
prefabricated panels and structural parts, as they leave our 
assembly plant, have carried the Good Housekeeping 
guaranty seal and the Parents’ Magazine seal of 


commendation, as advertised therein 
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It’s so much easier to sell a home with 
two bathrooms of BRIGGS BEAUTYWARE! 


Prospects getting choosey? Sales a little harder 
to close? Smart builders and architects nowa- 
days are making their sales job easier by 
including two Briggs Beautyware bathrooms 
in all their homes! 


No other feature adds more to a new home. 
There’s extra value—extra sales appeal—at a 
cost that’s actually very small, considering the 
additional profit you stand to gain. And the 
second bath adds so little extra to monthly 
mortgage payments that you can offer this 


big plus feature while keep'ag your homes 
competitively priced. 


All of your prospects will be impressed by two 
bathrooms — even more so by handsome Briggs 
Beautyware. You can give them their choice 
of the four beautiful Briggs pastel colors— 
Coral, Sandstone, Sea Green or Sky Blue—in 
addition to sparkling whi 

Let this low-cost luxury .¢lp sell your homes. 
Always specify two spark! ¢ Briggs Beauty- 


ware bathrooms in color ©1954 


National Magazine ad- 
vertisements like this one 
are carrying the Briggs 
Beavtyware story to 
American 
readers. Besides selling 
Briggs fixtures in beav- 
tiful color, these eye- 
catching ads ore urging 
potential customers 
everywhere to demand 
the convenience of two 
Briggs bathrooms! 


BRIGGS MANUFACTURING COMPANY 


DETROIT 26, MICHIGAN BRIGGS 


BRIGGS ane 


VOL. 


55 NO. 


Book Shelf 


Product Progress 


Editorial 


“Published monthly for real estate builders, 
property managers, and real estate brokers, 
by Stamats Publishing Company. Publication 
offices and general headquarters — 427 
Sixth Avenue, Southeast, Cedar Rapids, lowa 


From 


Housing Market 


Subscription prices: $5 a year, $9 two years, 
$12 three years in the United States. In 
Canada, $6 a year; in all other countries, 
$7.50 a year. Single copies 60 cents; back 
issue $1. Member ABC. 


Boom Talk Continues !n Soft Mortgage Market 


Big industry news this month centers in the con 
struction becom and the soft mortgage market. Actu- 
ally. some of the boom-talk is misleading. 

Despite claims of a boom, construction has steadily 
but not radically increased. Commercial construction 
shows the biggest gains. while residential housing is 
strong. Housing starts in August were almost 20% 
over the same month last year. At present, estimates 
of housing starts is set at 1,130,000 — 27,600 over 
lat veoar and 266,000 under the peak year 1950. 

iesidential consiruction especially has increased 
steadily this year without reaching the boom stage. 
Some experts predict the same steady growth nexi 
year, which means a relatively stable market. 

The decline last year in housing starts apparently 
fooled some predicters, who now talk in boom terms. 
Jounnat editors got a hint of the increase as early as 
April when a Jounnat market survey of 1.500 
readers showed real optimism about 1954. Average 


the Act of Congress, March 3, 1 
Bureau of Circulations. Terms: 60 cents a copy; 
countries, $7.50 a year. Back issues $1, except Roster. 
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Prefabs Set New Design Standards 
Many New Financing Aids Available 33 


Case Studies of Promotions 


Movies to Ad Mats 


Prefabs Meet Challenge of Low Cost 
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Manufacturers ........ 42 


What Manufacturers Expect of You 42 


How Prefabbers See Their Future 


Tax Facts 
By E. H. 


National Real Estate Section . . . 50 


34 
Among Ourselves 


Cover photo: Demonstration house at 
night used by J. Ben Miller, National 
40 Homes dealer in St. Louis, Missouri. 


number of homes built in 1953 was 43.6 but these 
same readers estimated their production in 1954 at 
better than 54 new starts. Their estimates are being 
proved accurate by current statistics. 

Builders around the country cite impressive in- 
creases over last year. One Dallas builder ane doubled 
his production. On Long Island, September starts are 
up 15% — a sharp increase. Milwaukee realtors and 
builders point to the medium-price range as area of 
biggest increases. Construction in the Los Angeles 
area continues at a fantastic rate. 


Conventional Financing Faces Stiff Competition 


Rate of spending has increased and so has volume 
of savings. More money will be available for mort- 
gage lending purposes than in the past year. James 
C. Downs, Jr., speaking before the mortgage loan 
clinic of United States Savings and Loan League in 


tedar Rapids, Iowa. Member, Audit 
In Canada, $6 a year; in all other 
23 


three years in the United States. 
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Winter is just about as busy and profitable as summer for 
P & H builders. They build during the rough weather, and 
their sales prove that people buy P & H Homes in any 
weather. 

This all-year operation for P & H builders not only 
means a steady profit report, but also a steady payroll, 
and easier scheduling of subs. 

Here’s how it’s done: You put in your foundations in 
fall, before the ground freezes. Then, it’s just a matter of 
scheduling the P & H Home package shipments as you 
want them, The homes are under roof in a day, so your 


P: H HOMES 


SUMMER 


WINTER 


Build all year with PaH Homes 


crews can work in practically any weather. There is no 
waste or spoilage, subs can go to work on schedule re- 
gardless of weather, and customers move in on the date 
promised. 

And just a glance at the P & H Home plans and pack- 
age specifications will show you how much more home 
you'll be offering—winter or summer—in any price bracket 
from $6,000 to $20,000. 

Make building a year-round profitable business. 
Build P & H Homes. Write for full details and 
plans today. 


HARNISCHFEGER CORPORATION 
359 Spring St., Port Washington, Wisconsin 
Phone: Port Washington 611 


TRUCK CRANES ENGINES 
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Chicago, brings out these facts but emphasizes that 
tough problems lie ahead. 

There is no lack of buyer readiness to buy real 
estate equities, Downs points out, and lending agen- 
cies are ready to make mortgages against real estate 
collateral, as indicated by the fact that lower mort 
gage rates and easier terms are available. 

Future trouble lies in decline in yields from real 
estate mortgages, which dropped from a high of 
5.47% last September to a current rate of 4.61%. 
according to Downs’ index of effective real estate 
borrowing rate. “This decrease has been due both 
to a drop in basic money rates and to competitive 
conditions within the mortgage field.” Downs says. 

Concerning the new housing act, Downs remarked 
“it is obvious the increased length of amortization 
and the lower returns from mortgage investment will 
cause lending agencies increasingly to look to govern- 
ment guarantees. I foresee a sharp drop in the ratio 
of conventional loans to total vootiieosia’ mortgages.” 

Another competitive factor to conventional mort- 
gages is the direct loan program of the VA, signed 
into law a few weeks ago. New program expands 
former VA direct loan program by $50 million. Idea 
is to provide veterans with direct loans in areas 
where private mortgage money is short. In the past 
four years the VA has made loans to 49.311 veterans 
and reserved funds for another 7,536 for a total of 
$400 million. Average loan is $7,098; limit is $10,000. 


Big Conventions Ahead 


Cleveland will have hardly recovered from the 
World Series before the NAREB convention opens 


Several territories are open in Western New 
York, Pennsylvania, Ohio, West Virginia, Mary- 
land and Virginia for aggressive real estate 
brokers and builders to sell Admiral Cape Cod, 
Bungalow, Ranch and Dream Homes. 

Architect-designed to provide the utmost in 
livability and beauty, and factory-built with top- 
quality materials to save you time and money, 
Admiral Homes can meet any building code. 

Experienced representatives will assist you in 
making financial arrangements and give you 
competent advice on erection and sales. Com- 
plete sales promotion and advertising material 
is available on a cooperative basis. 

Get in one of today’s fastest-growing and most 
profitable industries now. Write or phone for 
complete details on how Admiral can help you 
solve many of your building problems in ‘55. 


Let the ADMIRAL show you the way 


to Bigger Profits in 1955 


by selling prefabricated homes! 


November 6. The 47th annual convention, it will 
present as speakers Mrs. Ivy Baker Priest, United 
States treasurer, Gen. Patrick J. Hurley, former Sec- 
retary of War, Gen. Bonner Fellers, author and 
political adviser who served under General Mac- 
Arthur, and James Q. DuPont, great-great-grandson 
of the founder of E. I. DuPont deNemours & Com- 
pany; also prominent realtors and NAREB officers. 

NAHB, meanwhile, is laying plans for its next 
convention, to be held in Chicago, January 16 to 20. 
Better than 18,000 persons are expected to attend, ac- 
cording to Henry Fett, Royal Oak, Michigan build- 
er. All exhibit space at the convention was sold out 
by mid-August. 


Steady Increase in Home Ownership 


Our fast pace of home building. maintained at bet- 
ter than a million a year clip for the past five years. 
is paying off in increased home ownership. At the 
close of last year about 22.8 million families — 57% 
of the total number of families — owned their own 
homes. 

The 1953 total indicates that nearly a million 
American families have been added each year to the 
ranks of home owners since 1947, when 17 million 
non-farm American families owned homes, 52% of 
the total. 

In large metropolitan areas 43% of the families 
own their own homes, while 68% of those in small 
towns and rural areas do. Among families headed 
by persons under 25 years of age, only 14% own 
their homes, in contrast to 69% of those headed by 
persons 65 and over. 


178 Provost Road, Pittsburgh 27, Penna. PLantation 1-9211 
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DOW LATEX . . . bringing a new concept of perfection in paints. . . <> 


Here’s how LATEX PAINTS 


keep maintenance costs down 


They're easily applied, quick drying, save 
clean-up time... let maintenance crews 


do more jobs per day 


Latex paints can cut your maintenance costs and do a better, 
more lasting job. These durable paints can be put on quickly 
because they flow on smoothly ... leave no brush or lap mark- 
that need going over again. They dry so quickly, maintenance 
crews can apply two coats, if necessary, the same day. They 
save clean-up time, too, because latex paints can be washed right 


MINIMUM DOWN-TIME . . Latex 
paints dry to the touch in 
twenty minutes to an hour, ea: 
be recoated the very same da 


EASILY APPLIED. . . Latex paints 
flow easily from brush or roller 
to a smooth, velvety finish. No 
tedious brushing out. 


out of the brush or roller with warm, soapy water . . . spatters 
simply wiped away with a damp cloth. Latex paints dry to a 
tough, impermeable film that’s unusually cleanable and durable. 
And their lack of objectionable odor means that occupants 
can use a painted room right away ... sleep in it that night. 


Leading paint manufacturers make these durable, time-saving 
paints available in a wide range of colors and in texture and 
specialty paints. They will supply you with further information 
on latex paints upon request. For a list of their names write 
Dow Plasties Sales, Department PL 515P. THe pow CHEMICAL 
company, Midland, Michigan. 


EASY TO CLEAN . .. Latex paints 


are unusually cleanable, can be 


CLEAN-UP TIME REDUCED . 
Latex paints wash out of brush 
or roller with tap water, spatters 
wipe up with a damp cloth 


cleaned with soap and water 


without damage to appearance. 


you can deyend on DOW PLASTICS 
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Tap whole new market 


with lace Homes’ sensational, new, pre-cut RANCHAIRE 


TEN WAYS BETTER THAN ANYTHING ELSE ON THE MARKET! 


@ Conventionally built! @ Full-weight construction! e Com- The startling new Ranchaire is making big news with builders and 


bination forced oir end comi-redient heat! @ Side walle prospective homeowners across the nation. The reason is clear—it's the 
first, conventionally built, three bedroom home selling for $6,195.* 

insulated with '/2" insulating sheathing! @ Step-saving Only top quality, nationally advertised materials are used throughout. 
kitchen with large steel cabinets! @ Enclosed ceiling with Full-weight construction... large 24’ x 36’ floor plan... combination 
forced air and semi-radiant heat ...a huge, open-type 22’ x 11'6” living 
room ...a roomy kitchen... and spacious, storage-wall type closets put 
areas! @ Reinforced, moisture-proof foundation! Com- you far ahead of the field. Cash in on the nationally famous reputation 


pletely insulated around perimeter! @ Contemporary de- of Place Engineered Homes. Call, wire or write for full details today! 


fully insulated roof! @ Separate breakfast and dining 


INVENTORY!...LESS RISK!... CONTEMPORARY 
PLANNING!...FACTORY-TRAINED SERVICEMEN! 


famous Place Engineered Plans! 


% Designed to sell in most aveas for $6195 on a $700 bot, 


WHEREVER YOU 
Place Homes, Inc. 1216 $. Walnut Street, South Bend 14, Indiana 
Rush full details on exclusive Place Homes territory within 500 miles of 


South Bend. | built homes in 1953. | plan to build he 
homes in 1954, 
Name 


Address 
STEAL THE SHOW! 


City 
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Castle Builders are planning about 
s in the $13,000 to $16,000 price 


And with the Electric 
Range, the homemaker 


REALLY HELPS SELL HO} cook 


The installation of an Electric Range in a new 
house adds two definite selling advantages. 
First, it is cooking equipment at its best—which 
means economy and ease of operation. Second, 
it means a cool kitchen as well as a clean one, 
because most of the heat stays in the oven or 
goes directly into the cooking utensils, due to 
the insulation and construction of the Electric 
Range, and the way it operates. 


These advantages are true the country over, in 
all types of homes. Electric Ranges can help 
you sell your houses 

faster and easier, too! 


Cok Floctaially/ “We know from our sales record over a period of 23 years,” says Mr. P. A. Di 


Somma, President of Castle Builders, Babylon, N. Y., “that Electric Ranges 
have been a definite asset in the sale of our homes. During the post-war period 
More builders every day we've built homes ranging in price from $10,000 to $85,000. All have been equipped 


are installing ELECTRIC Aan with Ele: tric Ranges.” 
RA G E ELECTRIC RANGE SECTION 


National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 


ADMIRAL + BENDIX + ©/OSLEY + DEEPFREEZE + FRIGIDAIRE + GENERAL ELECTRIC + HOTPOINT + KELVINATOR 
MAGIC CHEF « NARCH NORGE «+ PHILCO STIGLITZ INFRA-AIRE TAPPAN + WESTINGHOUSE 
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Book Shelf 


The Prefab Industry in Focus 


F YOU'RE interested in an overall picture of the 
BI. way the prefabricated housing industry operates, 
it would be worth your while to read a booklet called 


of both manufacturers and dealers and treats dozens 
of different problems, mostly by comparing the prac- 
tices that have developed in the past few years. 

The statistics aren’t all worth your time, but on the 
whole the booklet should be interesting to anyone try- 
ing to get a grasp of the prefab industry as a whole, 
rather than just the picture of it provided by any one 
manufacturer. 

“Marketing Prefabricated Houses” can be obtained 
from the Supt. of Documents, U.S. Govt. Printing Of- 
fice, Washington 25, D.C., for 35c. 


“Marketing Prefabricated Houses.” 
The booklet is the result of a survey by the HHFA 


_ The How-To-Do-It of Rehab 


IDEAL BUSINESS GIFT and GOOD-WILL BUILDER © 


Beautiful . . Useful DOR TEOLIOS 


Gold Stamped 
Your “Silent-Salesman” Ail Year ‘Round 


_J EREF’S a new book that gets down to the how-to- 
do-it angle of rehabilitation. 

It’s written by a distinguished group of realtors, 
builders and property managers. “Rehabilitation as a 
Business” presents the kind of realistic, dollar-and- 
cents information necessary if the “rehab” concept is 
going to achieve the success its proponents think it de- 
serves. Following an introductory statement by Fritz 
Burns, chairman of the realtor’s Build America Better 
Council, the book takes the reader through a series of 
articles designed to answer the “how to do it” and 
“how much” questions that come to mind. 

Published jointly by the Institute of Real Estate 
Management and BABC, the book is available from 
National Association of Real Estate Boards, 1737 K 
Street, N.W., Washington 6, D.C., at $1.00 per copy. 


VALUABLE PAPERS 


Lasts a lifetime! Covers of durable TEXON — plastic 
strap cannot tear. Contains 10 heavy Kraft envelopes 
with useful record forms printed on outside. Approxi- | 
mate size when closed is 51/4” x 11”. | 

GOLD STAMPING ECONOMICALLY 


: Low cost gift clients, pros- 
We will imprint your pects appreciate — and will 
advertisement Free, (4- use. Your ad is always be- 
bottom of covers on ee leases, mortgages, 

a minimum order of 
25 portfolios, Ie 


important 
really pays you to 


orderly 

livery in time for Christmas 
keep your name be- 
fore folks, and make 


giving. 
them think of you. ORDER TODAY. 


or more 
minimum order 
1 dozen 


SINGLE 
only $1.25 ppd 
(Cash with order) 


you build 10 HOUSES 
or less each year...see 


HOME-WAY 


PLEASE 
READ 
THIS 

AD 


@ We furnish complete factory-built home. Meets requirements 
of modern building codes. You handle erection, utilities. 


@ Home-Way stays ahead of the field. New low roof line (see 
illustration) ready for '54. Latest Ranch Types plus many 
standard models. We can meet every family’s needs. 


@ Quality material, carefully processed; rapid delivery. 
@ Cooperative advertising; personal dealer service. 


We can help you get much bigger volume 
and much better profits. WRITE TODAY 


GBH-WAY HOMES, Inc. 


Dept. RE . WALNUT, ILLINOIS 


HOME-WAY was 
featured by, Look 
Magazine as one of 
America’s top 15 in 
prefabrication. 
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$120 to $200 per home, using. fir Dicceal for wall 

subflooring, paneling, built-ins and exterior 
REASON: time and labor savings more ‘than ¢ 
_ fir plywood cost, result in lower in-place oul i 


PLUS FACTOR: superiority of fir plywood c 
= convincing sales-story to 


build. Play it safe. Specify ay FPA grade- © 
trademarked fir plywood. "EXT-DFPA" for outc 
use,. for interior yScore 
structural Other 


AND REMEMBER— 
FIR PLYWOOD BUILT-INS ARE 
A DEFINITE SALES - FEATURE 

IN ANY HOME YOU BUILD 


wee YUN TUUK NEAI JUB, it both t ways fir piywoc 
other material. Add up the costs material, r, waste, nails and 
ene overhead. See how fir plywood gives you a clear cut advantage whi 
ee = at comes to cost-in-place as well as performance and durability. 


‘‘More Home for the Money’’ 


864 FEET 
OF RECREATION, 

STORAGE AND 
LAUNDRY 
SPACE 


YOU CAN BUILD AND SELL THIS 3-BEDROOM RANCH HOME WITH 
FULL SPACE-GIVING BASEMENT FOR ABOUT $9300 PLUS LOT! 


COMPLETE FINANCING makes it possible to sell Colpaert Homes with 
lowest down payments ... best possible terms. A full line of quality 
factory-assembled homes are available in the $6,000 to $15,000 class. The 
Colpaert organization gives you a complete service based on their more 
than 30 years of successful building experience. 


SELL INCOME-MINDED BUYERS, too, for now Colpaert Homes makes 
available a factory-assembled two-story duplex unit... distinctive archi- 
tectural lines, outstanding features, competitively priced! 


Bé the Colpaert dealer-builder in your area... write, wire or phone today! 


Colpaert 


s OUT H BEN D N DtA N A 
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Anderson’s 
Open Forum 


Dear Mr. Anderson: 


In one of your recent articles 
you mention a clause found in the 
fire insurance policies of some 
states called ‘‘moral hazard 
clause.” 

I am a California real estate and 
insurence man and I have never 
heard of the “moral hazard 
clause” and, as far as I know, our 
California policies do not contain 
it. 

I would a 
if you at 
clause. 


»preciate it very much 
send me a copy of the 


Maurice Bowman 
Berkeley, California 


Pardon me for being too lazy 
to dig into my files to find a copy 
of an old policy having the Moral 
Hazard Clause. | would do it if it 
wasn't easier for you to take a look 
at Vance On Insurance where he 
not only gives the clause but com- 
ments extensively on it. It is con- 
tained in the older forms of insur- 
ance policies. A professor of insur- 
ance in the University of Illinois 
Law School crusaded against the 
clause, and wrote articles in law 
journals about it, until Illinois dis- 
carded the old form of policy and 
adopted the newer form. I think 
this was in 1946 or was it 1943? 
I know at that time I was young 
and ambitious and participated in 
the crusade. 


In many cases in Chicago own- 
ers have remodeled old apartment 
buildings, multiplying the num 
ber of units without obtaining a 
permit from the building depart- 
ment and have violated the build- 
ing ordinances with reference to 
bath rooms, fire protection, and 
other things. 

Perhaps the reason why they 
did not obtain a permit was be- 
cause they felt that they could not 
do so, or because they proposed to 
violate the ordinance. 

Sometimes a buyer will insist 
upon a provision in the contract 
that no such thing has taken place. 
A provision properly worded will 
protect him, but such a provision 
is not easy to express. It is a better 
practice for a buyer to check be- 
fore he signs the contract, because 
having signed the contract, it 
means a law suit to get his earnest 
money back even though the con- 
tract is properly drawn. 
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7 Telephone Circe 1.4792 
PRESIDENTIAL MANAGEMENT CORPORATION 
254 WEST 54m STREET, NEW YORK 19 NY. 


Underwood Corporation e 
One Park Avenue 
New York 16, New York 4 or 


Attention: Mr. W. F. Oaks 


Gent lemen: 


We have now had two years of experience with the € 
Underwood Sundstrand Model "D" Accounting Machine, and we thought that 
you would like to know how much help it has been to us and how highly | 
we value it. 


Our organization manages properties for real estate 
investors specializing in 2-story cect | garden apartments 
...from New England to the Midwest. Approximately 5,000 apartments. 


During the past two years, the Sundstrand machine has 
made our accounting control and accuracy simple and complete and has 
freed two of our girls for other duties. This improvement in our e 


accounting methods has resulted from adapting the Sundstrand account- 
ing machine to the unique real estate accounting system which we our- 
selves, originated. 


This increased control and accuracy has been accompanied We recommend th 


by operating savings of $6,800.00 per year! Colin’s letter th at you read Mr. 
orc 


In addition to these advantages, sufficient in then- oughly 
selves, we have found also that in spite of the size of our operations, *-- Decause it £1ves you a// 
we can, with the help of the Sundstrand, produce an accounting income sons you , all the rea 
statement for each apartment house development within the first three U . need for Investigati 
days of their accounting period. nderwood Sunds vneating 


trand Accounting 


With its l0-key keyboard, the Underwood Sundstrand achines for your compa 
Accounting Machine is as easy ta operate as an Underwood Adding Machine. ~ I : pany. 
A clerk or a typist can be easily and quickly taught to use it. And our *--4mproved, Simplified acc . 
girls tell us that they can operate the machine all day without feeling control]! accounting 
tired. 
We enthusiastically recommend the Underwood Sundstrand 'ys for itself promptly! 


Accounting Machine! : 
... Big yearly operating Savings! 


Keeps girls happy on the job! 
PRESIDENTIAL MANAGEMENT COKPORATION -+-Frees girls for other work! 
By ---Untiring, eas 
Sidney Colin, Comptroller by untrained 
el. 


ADAMS PARK. ALBANY. N.Y. + AUDUBON PARK, BRENTWOOD, MO. + BROOKLINE MANOR, READING, PA. - Yes h 

CLEVELAND PARK, ALBANY, N. ¥. + JEFFERSON PARK, METUCHEN, Nj. + McKINLEY PARK, HARTFORD » WNat more could 

CONN. + PARK MANOR, CHESTER, PA. + SYLVAN KNOLL STAMFORD, CONN. + TAYLOR PARK in an ac : @ you ask for 
HARRISBURG, PA. + VAN BUREN PARK, SCHENECTADY, N. ¥. + WASHINGTON PARK, LOUISVILLE. KY accounting machine! 


Get in to i 
uch with your U 
nderwood 
Machine Representa 
e for a demonstration today 


Underwood 
Sundstrand 


Underwood 


The Original 


“Corporation 


Machines Adding 
Typewriters 
aper... Ribbons, Punched Card 
Equipment... Electronic Computers 
One Park Avenue New York 1 
Underwood Limited Toronto } a nad 
anada 


Sales and Service Everywhere 


UNDERWOOD 


NATION AL Rear 


STATE AND 


Jours — October, 1954 
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ROOM HOUSE 15 ACRE 
10 BATHS PPVATE DRIVEWAY 
S CAR GARAGE 


YOUR WAY 
TO SALES 


oor 


Know how 
Show them your product. That's 
difficult in the real estate business, 
but you can do it with an eye-catch- 
ing photograph, easily-readable in- 
formation — both mounted on the 
attractive background of an Acme 
Bulletin Board. We have a variety 
of appealing styles with oak, wal- 
nut, mahogany, or aluminum frames 
in sizes from 16” x 20" to 58” x 20”. 
Write today for our illustrated 
folder. 


* |BULLETIN COMPANY 


37 EAST 12TH STREET, NEW YORK 3, NEW YORK 


to attract prospects? 


LONG 
or TERM 
LEASE 


CASH 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 
world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 
and discuss your terms 


For satisfactory arrangements, utmost dependabil- 
ity and outstanding security — 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 


The Split System Method of Heating 


Flexicore Company, Inc., Dayton, Ohio, announces 
its new Flexicore Split-System of heating. It pro 
vides: 1) warm air circulation and humidity con 
trol, 2) radiant floors, 3) even distribution through 


| continuous baseboard registers, 4) balanced tempera 


ture control by areas, and 5) easy conversion for 
cooling systems. Most of the ductwork of the Flexi 
core system is provided by parallel holes running 
through standard. precast concrete floor slabs form 
ing a structural floor that is fire-resistant and ter 
mite-proof., 


It’s As Thick as Jelly — 

The T. F. Washburn Company of Chicago has 
produced a new material called Burnok which many 
paint manufacturers are now using to obtain thick. 
jelly-like consistency in oil base paints. It is claimed 
that paints containing Burnok won’t settle, don’t 
have to be stirred, won’t sag, curtain or bead and 


/ can be used with either brush or roller and can even 


be sprayed. The unique nature of paint containing 


| Burnok causes it to change under slight friction to 


(Please turn to page 18) 


... Consulting engineers 


to the 


office building industry 


robert -_ clark 


a tes 


as 0 


@ Labor Cost Reduction Systems 
@ Modern Cleaning Techniques 
@ Budgets & Expenditure Systems 
@ Labor Relations Consultation 

@ Design 
in: 


MINNEAPOLIS, 1721 South Irving 
MINNEAPOLIS CHICAGO MEXICO CITY 
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elt; whate California Contemporary Hames ore 
nation’s outstanding custom builders . . eloquent testimonial to quality end design. 
Here, at lost is @ package home with the built-in prestige and design that quality b 
looking for lower, more firmly fixed costs, can be proud to put into their: 
This can be your opportunity to be the first in your community to r 


schol z home 5s 


incorporated 


2001 Westwood Toledo, Ohio 
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forest hills « indian hills westchester 
darien « swarthmore « bryn mawr « wellesley 
; 
. if 


“We sold 42 houses the 


.- with kitchens 


‘Here are two views of the G-E Kitchen that appealed so 
much to prospects in Fairfax, Va. [t features the G-E Range, 
G-E Refrigerator, G-E Under-Counter Dishwasher, G-E 


Disposall,” G-E Washing Machine, G-E Dryer, and G-E 
Exhaust Fan. Here is a really modern kitchen within the 
reach of every home-buying prospect. 
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first day! 


and laundries completely G-E equipped!” 


Stafford Builders Inc., Fairfax, Va. Left to right: Mr. 
R. E. Stafford, Mr. R. J. Harris, Mr. J. A. Cason. These 
are the builders of Country Club Hills in Fairfax 
County, Virginia. 


Mr. Stafford says: “Outside of the World Series, we 


and laundry appliances that prospects want most, too, 


never saw such crowds as came to our Fairfax, Va. Are we happy? We sure are... 42 Stafford-built homes 
model homes. were sold the first day!” 

“Naturally, we were delighted. For a down-to-earth G.E. can help you, too— the way G.E. helped Stafford 
price we had built a quality house of solid masonry, with Builders, Ine. 


2 fireplaces, and fine fir lumber construction comprising 


By installing the G-E Kitchen-Laundry in houses . . . 
over 1300 feet of floor area. 


you offer a modern and appealing home! A home that 


“AND we equipped our quality homes with quality builders tell us will sell far easier in today’s tough, 
appliances—completely General Electric. competitive market. 

“We take credit for building the quality that prospects See your G-E distributor. Let him help you sell more 
want. And we give G.E. credit for presenting kitchen houses . . . faster and easier! 


G.E. has a Kitchen-Laundry for your homes—regardless of price range! 
(See your G-E distributor for answers to your kitchen problems) 


IN YOUR $9,995 HOUSES IN YOUR $16,000 HOUSES 
Include G-F Refrigerator, G-E Range, G-E Include G-E Refrigerator, G-E Range, G-E Include G-E. Refrigerator, G-E Range, G-E 
Dishwasher, G-E Disposall, G-E Cabinets. Disposall, G-E Dishwasher, G-E Automatic Dishwasher, G-E Disposall, G-E Automatic 
Add as little as $3.26 monthly to mortgage Washer, G-F Cabinets. Add as little as Washer, G-E Dryer, G-E Cabinets. Add as 


payments. 


*5.31 monthly to payments, little as ¥6.31 monthly to payments 


HOME BUREAU 


GENERAL ELECTRIC 


Nation an Rear Estare Journat — October, 1954 


| 
| 
Gok 
17 


Equitable Life Building, San Francisco 


Architects: Loubet and Glynn, successors to 
W. D. Peugh, San Francisco 

Consulting Architect: Irwin Clavan, New York 

General Contractor: Dinwiddie Construction Company, 
San Francisco 

Architectural Metal: The Kawneer Company, Berkeley, Calif., 
and Niles, Mich. 

Windows: Reynolds Metals Company, Louisville 


Aluminum Applications in This Building: 


Spandrels, formed sheet + Framing members for exterior metal work + 
Reynolds Aluminum Windows, Series #100, Center Pivoted 
vertically with Hopper Vent 


Reynolds Aluminum Service 


to the Building industry 


ilable t help in 

is makes available exper! 

design problems and in s¢ 

a wide range of senders 
ni in addition to 


performance-provec 
minum Building Products: 


Gutters & Downspouts 


Reflective Insulation 
tial Windows (Casemen!, 
Residers, Double-Hung, Basement and Utility) 


d Siding 
ted and V-Crimp Roofing an 
Siding—Flashing—Nails 


industrial, Commercial: 
Center Pivoted and Commercia — 
Reynowall, exterior insulated 
ReynoCoustic, aluminum acoustica sy 
Reynowall, interior partition 
Reynoside, aluminum siding inm 
architectural designs 
Reynodeck, aluminum deck 
tet Reynolds Metals Company, 
Products Division, 20" 
South Ninth Street, Louisville 1, Ny- 


SEE “MISTER PEEPERS,” starring Wally Cox, Sundays, NBC-TV. 


REYNOLDS 
ALUMINUM 


| constructed of wood. 


Product Progress 


(Continued from page 14) 


a “flowing” state. The paint is dipped out of the 
can in a non-flowing form but flows freely as soon 
as brush comes in contact with the surface to be 
painted. 


Convenient Combination 


This new storage 
cabinet has been 
signed for use with the 
shelf-back American. 
Standard lavatory. 
Manufactured by Bath 
Maid, Inc., division of 
The Kitchen Maid Cor- 
poration of Andrews. 
Indiana, the cabinet is 


enameled inside and 
out and comes in white 
and four pastel colors 
— gray, peach, blue 
and champagne buff — 
to harmonize with 
American-Standard fix- 
ture colors. There is plenty of space inside the cabi 
net for bathroom supplies and a sliding shelf gives 
access to waste and supply lines. 


For “Hushed” Heating 


This automatic, gas- 
fired, highboy forced 
air furnace (Model HB- 
85) has been intro- 
duced by the Herbster 
Products Cempany fea 
turing their patented 
Torcon cast iron, con 
centric, venturi heat ex- 
changer and has an 
AGA rating of 85,000 
BTU/hr. The one piece 
grey iron construction 
eliminates contraction 
and expansion noises 
and the concentric ven- 
turi design provides 
greater square fcotage 
of radiation. Manufac- 
turer says other fea- 
tures include jumbo 
sized filters, aircraft 
type blower assembly, non-corrosive cast iron raised 
rilled port burners, Minneapolis-Honeywell con 
trols and General Electric blower motor. 


Round-Up of Heating Ideas 10-5 


Available from Iron Fireman Manufacturing 
Company, Cleveland, is a new 32-page illustrated 
booklet entitled, “12 Plans for Home Heating and 
Air Conditioning.” Steam, hot water, and warm air 
systems are discussed in addition to baseboard. 


(Please turn to page 22) 
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MAGIC“CIRCLE 


Aladdin had his Genie — you 
have the MAGIC CIRCLE by 
Richmond Homes! Here’s a 
home that gives your prospects 
“open area’”’ living, planned 
circular flow of family activity 
around an island of storage space, 
and an extra all-purpose room. 
Now, you can offer all these 
costly “customized” features at 
pre-fab prices! Richmond Homes’ 
MAGIC CIRCLE will be your 
“profit Genie” in hard-sell 
competition. Write us now on 
your company letterhead for 
complete details. 


RICHMOND homes « INC. 


RICHMOND, 
INDIANA 
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“PERFECT HOME is Wonderful as a Goodwill Builder,” 


says Bernard D. Rosin, Wilmington Real Estate Board 


Bernard D. Rosin is the advertising di- 
rector of the Wilmington (Delaware) 
Real Estate Board and sales manager of 
the realty firm of J. J. Monaghan Com- 
pany. Active in many interests, he is also 
vice president of the Endowment Build 
ing and Loan Association and treasurer 
of the investment firm, Dublin Corpora- 
tion. Mr. Rosin is also president of a 
service Organization, Avoda Club. 


enjoy Perrect Home! It is a unique magazine and a wonderful 
goodwill builder,” says Bernard D. Rosin of the Wilmington Real Estate Board. 

“Without exception, every article is a selected gem. An invaluable collection 
of up-to-the-minute ideas that fit in with the planning of better homes. 

“Realtors in the Wilmington area are interested in promoting the desire to 
‘Buy A Share of Delaware.’ Comments often received from readers assure us that 
Perrect HOME does its share by helping to establish confidence and goodwill 
toward the sponsors. We like it!” 

We, the publishers, like to think such praise is the logical result of what our 
concept of Perrect Home Magazine — the “background salesman’ — should 
be and do for its sponsors. In its editorial preparation we strive for the utmost in 
quality, thoughtfulness, beauty of handling, and authenticity. 

Each month our staff of experienced writers, editors, and artists comb the nation 
for the best in home construction, design and decoration and we present this as 
the sponsor's own story. Perrect HOME Magazine is national in scope but local 
in application. 

Cost of the Perrect Home program is nominal. Art, editorial, and other prepara- 
tion costs are spread among sponsors throughout America. Local reproduction 
and mailing costs are, in turn, shared locally among selected leading firms. These 
co-sponsors thus combine collectively to encourage home ownership. 

A limited number of exclusive, annual, renewable franchises are available to 
established organizations with unusually high qualifications. 

If interested, please address your inquiry to 


STAMATS PUBLISHING COMPANY 
CEDAR RAPIDS, IOWA 
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the new BEST HOME for 1955! 


but the best is yet to come... 


For years BEST pioneering in the field of 
fabrication has been cutting the cost 

of building fine homes. Now, in the same 
spirit, we have set out to cut the cost 

of selling BEST homes. 

We call it “Operation Opportunity” .. . 

a coordinated plan of advertising, 
merchandising and distribution to make 
BEST homes easier and more profitable 
for you to sell. 


@ Mail this coupon today for full details... 


FF 


BEST HOMES ad 
Effingham, Illinois 


Attention: Mr. W. G. Best, President 


Please send me details of the new BEST selling plan, 

“Operation Opportunity,” as soon as they are available. 
W. G. BEST HOMES COMPANY, EFFINGHAM, ILLINOIS 

Nome 


Business Address 


City 
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NOT THIS —— BUT THIS! 
WITH THE AMAZING NEW 


KEY LOKBOX 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 
Permits 50% more time for actual Selling, Showing and Listing 


@ Only one key needed te every listing in any co- 
operative group whether there be 10 or 10,000. 

@ Eliminates going after and returning key to listing 
office. 


@ Eliminates duplicate keys and key boards. 


Ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc. 


Perfect for any listing whether 
Furnished, Occupied, or Vacant. 


Non-duplicating keys 
furnished 
Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


EXCLUSIVE DISTRIBUTOR 


MOORLEE DISPLAY ADVERTISING 


239 No Robertson Blvd Beverly Hills, Calif 


PENDING 


building blocks has been devel- , \\ 


Product Progress 


(Continued from page 18) 


ene, convectyr, and radiant panel systems. 


4uipment for firing with gas, oil or coal is covered, 
with an outline of the extras obtained by automatic 
heating. The section of air conditioning includes 


_ descriptions of both window and central systems. 


New-Type Concrete Building Block — 
This new design for concrete 


oped by the American Webco % 
Corporation of Sewickley, Penn- 

sylvania. In addition to increas- \ 
ing compression strength, the 

Webco block design, according 
to company officials, retards 
sound transmission and_ elimi- 
nates moisture penetration by 


employing 6 thin walls and no 
straight webs, thus causing con- 


densation to occur in the center area instead of inner 
wall surface. 


Operation Klinki 10-7 


A new wood called Klinki. being introduced 
through Fiddes-Moore Company of Chicago, comes 
in 4 by 8 foot plypanels of all standard thicknesses, 
from the jungles of New Guinea. Its mean density is 
about 30 pounds per cubic foot at 12 per cent moisture 
content and the shrinkage factor is a low 3 per cent 
even as wood. Klinki _—— is structurally strong, 


| holds nails firmly and works easily. It has no core 


A place for everything — everything in place with 


For letter size 9? For legal size 
files files 
9x12 ea aver 10 x 15 


dr. Size F i L E Sr. Size 


gc... envetopes QC... 


(in lots of 100) FOR REALTORS (in lots of 100) 


@ Progress of deal instantly visible 
e@ No hunting for mislaid papers 
e Nothing omitted — nothing neglected 


@ 125 check lines cover every item 
“USED BY REALTORS IN 33 STATES AND CANADA” 


Special Introductory Offer 


(Initial order only) 
EITHER 
25 $2 
Postpaid Anywhere 


Satisfaction or Money 
Back Guarantee 


Prices F.O.B. Royal Oak (except special introductory offer) 
We ship Railway Express collect unless otherwise requested 


LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. 
Ship us ——— “Deal Saver, Jr."" at 9 cents each 

Ship us “Deal Saver, Sr." at 10 cents each 
(Lots of 100 only please) 

Ship us 25 —._. —__. size at $2.00 (introductory offer) 
Money back if not satisfied 

Send free sample of —.__. size deal saver [) 

Check for $— _. enclosed 
ADDRESS. 


22 


Order your copy now 
save $1.50 on 
the first, the only 
factual record of 


EXPERIENCE IN URBAN 
REAL ESTATE INVESTMENT 


An Interim Report Based on 
New York City Properties 


$7.50 until December 15, 


$9.00 thereafter 


LEO GREBLER, author, is Associate Director, 
Institute for Urban Land Use and Housing Studies, 
Columbia University. His book aalodee tradi- 
tional beliefs about the real estate market. A record 
of what happened financially to 581 income-pro- 
ducing properties in New York City from 1900 to 
1950, the book gives you reliable, long-term figures 
on (1) net returns on invested capital, (2) effects 
of rent control, (3) special advantages and disad- 
vantages of various types of real-estate investment, 
(4) comparisons of real estate with other types of 
investment, (5) every phase of real-estate invest- 


ment. 
Write Department RE 


COLUMBIA UNIVERSITY PRESS 
2960 Broadway New York 27 
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void, no shims, and at least one face is completely | 
free from joints as well as defects. Natural tone of | 
Klinki is a deep-cream or light tan. Pattern ranges | 
from straight grain to a unique miniature birds-eye. | 


A Tip On A Top 


This fully formed, contoured Fabri-Form sink top 
does away with unsightly cracks, joints and the need 
for molding. Made by ins | 
Fabritex Manufactur- 
ing Company of Los 
Angeles, Fabri-Forms ® 
plastic surface is im- 
pervious to damage by 
food, stains, alcohol, 
boiling water and is 
ideal for bathrooms, 
pullman and vanity 
tops, says the manufac- 
turer. Completely pre- 
formed into one integral unit with a total thickness 
of 13/16 inch, it is available in standard lengths 
and sizes in a large variety of colors and textured 
patterns. 


Cook With Comfort 


The Motordor kitchen exhaust fan, manufac- 
tured by Broan Manufacturing Company, Inc., of 
Milwaukee provides a great variety of possible in 
stallations in walls, ceilings, soffits. The fan blade, 
operated by a self-enclosed G. E. motor, requires 
no oiling or maintenance. A separate motor operates 
the insulated outer door and both motors are con- 


10-9 


(Please turn to page 48) 


Laminated Way to Build Offers 
more home for the money to 
your customers and_ bigger 
profits and volume for you 


SELL completed homes from $8,000 to $35,000 


retail — wide selection of plans to choose from 


_— also sell motels, factories, farm buildings, 


churches, town halls, etc. 


OPENINGS FOR COMPETENT DEALERS | 
IN MOST MAJOR CITIES IN WISCONSIN | 


For further information phone, wire, or write: 


MacDonald's Consolidated Homes 
_ Woodlawn Drive (Phone 22112) Manitowoc, Wisc. | 


| Wisconsin Representatives for Semico Homes 


Semico Incorporated 
Seney, Mich. 


Bedroom 
Full Basement 


@ Sliding Door Birch Kitchen Cabinets 
@ 8 Birch Rolling Door Storage Walls 
@ Birch Panelled Interior Walls 


Delivers to Customer for 


Approximately $12,000.00 
on Slab Approx. $10,800.00 


Dealers & Licensee 
Manufacturers Wanted 


Houses From 24x20 to 100x30 
Also 


Motels — Farm and Commercial Buildings 
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by New 


Complete flexibility in exterior 
design and a choice of nearly 200 
interior floor plans provide sales 
appeal of conventional home con- 
struction with economies and 
speed of prefabrication—an ideal 
combination for today’s builder of 
individual houses or complete de- 
velopments. Whether your de- 
mands are for $6,000 budget 
houses or for $20,000 luxury 
houses, there are NEW CENTURY 
answers to all your requirements. 
In addition to full range of ex- 
terior treatment, bathrooms, kit- 
chens, floors, walls, fireplaces, 


NEW CENTURY HOMES, 


heating and air conditioning sys- 
tems and other interior trim and 
equipment are equally flexible in 
selection . . . providing a truly 
individualized home. 


Ten Percent NET Profit 

Is Minimum... 

While every New Century home 
Dealer-Builder controls his own 
sales and prices, scores of cost 
analyses in our files prove that 
net profits range upward from ten 
percent among all our present 
Dealer-Builders. 


INC. 


Lafayette, Indiana, Telephone No. 2-0171 


Century 


COME TO 
LAFAYETTE 
AND SEE FOR 
YOURSELF... 


Write, wire or phone for a 
date to show you the truth of 
these statements and to prove 
how quickly you can cash in 
on today’s and tomorrow's 
demand for quality houses at 
reasonable prices. 
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Prefabrication And You 


ELDOM DO Journat editors feel that one subject is worthy of 

an entire issue. Such is not the case this month. The significant 
advancements made in the field of prefabricated housing and 
the avid interest of our readers in this growing industry merit, 
we feel, all the pages in this October issue. 

The JourNaw’s interest in the “prefab,” as it is commonly 
called, is not new. On the contrary, the Journat has supported 
this young industry since it first put on knee pants. This support 
was not due to a feeling that prefabrication would encompass the 
housing industry. Rather, it was and is a belief that prefabrication 
can make an increasingly significant contribution to housing stand 
ards and practice; that it can make available to the small com 
munity the same economies that are available through project 
housing in metropolitan areas. 

The prefab industry has enjoyed no spectacular growth, but 
its progress has been sound and steady. Gaining momentum in the 
days of war housing. prefab manufacturers continued to increase 
production until last year they turned out 55,000 units of the 
nation’s 1.1 million total. This year, some manufacturers believe, 
will hit a 70,000 total. 

But the idea of prefabrication has traveled no easy road. Public 
ignorance had to be overcome, And then public ridicule, which 
was heaped on the prefab idea with mains energy. Much of 
this ridicule was justified, unfortunately. In their eagerness to pro 
duce housing, some manufacturers forgot quality of design and 
construction, much as did some conventional builders. And then 
prefabbers had to cope with labor and the suspicion that the pre 
engineered house “would take their jobs away.” Mortgage lenders 
were skeptical, too. 

This animosity and skepticism have largely been overcome 
Manufacturers, for the most part, have been forging ahead in de 
sign and engineering to produce economical, comfortable, attra 
tive American homes. Dealers have been selected more carefully, 

. emphasis being put on knowledge of the local market, merchandis 
Publisher ing, financing as well as construction know-how. And much credit 
is due the Prefabricated Home Manufacturers Institute which 
has been a steadying force, helping to foster the cause of prefabri 


HERBERT S. STAMATS 


Editorial Director cation by organizing reputable, reliable manufacturers, promoting 
Raven H. CLEMENTS higher standards, and providing progressive leadership. 

Anyone who thinks that a prefabricated home is merely four 

Editor and Business Manager sides to a box-like structure needs only to look on the following 

Bos Fawcerr pages to see what alive, advanced thinking is doing to this young 


industry. 

True, not all the problems have been solved. Cost of distribu 
tion and variance in building codes are two headaches bothering 
manufacturers but they are on their way to being solved. 


Managing Editor 
RoGer C. LAKry 


Associate Editors 


Saanis Meneame But those who think of the prefabricated housing industry as 
Ropert L. Payton another automobile industry should remember this: Automobile 
WitttaM O. TURNER manufacturers rely on their dealers to sell their finished products 


The responsibility of the dealer would be far greater if he were 
expected to assemble the parts of an automobile which he sells, 
And so, the success of prefabrication depends not only on the 
Regional Representative high standards of manufacturers but the responsibility, integrity, 
—— and knowhow of the individual dealers. It is here that the realtor 
Tax Editor: E. H. Welter is in a singularly fortunate position because he knows the local 
market, the intricacies of financing, the essentials of sound con 
struction, and the techniques of good merchandising. With this 
knowledge and experience, realtors are taking a more active role 
and making a significant contribution to the future of prefabricated 


Art and Layout housing. 
Donna Hahn, director; Vivian Ives, 
Jack Hines, Betty Fredericks, assistants 


Editorial Assistant 
ROGER SCHRODERMIER 


Legal Editor: George F. Anderson 


Contributing Editors: 
Earl B. Teckemeyer, Jack Stark, Sam Russell 


Advertising Service Manager: 
Roger Schrodermier 


Circulation Manager: Jean Dobbins 


Production: Roger C. Hawley 
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SCHOLZ HOMES, INC. 
WINDOW WALLS, wide overhangs and beamed ceilings 
are dramatic features of this house. The glassed area and 
open plan add greatly to the apparent size of the interior. 
This house has 1650 square feet plus two-car garage and 
storage room, and sells in the $35,000 price range. 


CONTRAST OF GLASS AND WOOD areas is emphasized 
in this house. Its low pitched roof is typical of the domi- 
nant trend in one-level prefab designs. 


RICHMOND HOMES, INC., FP. B. HENDERSON, SMALL AND WERTZ ARCHITECTS 


DMAN ARCHITECT 


KITCHEN AND GARDEN are 
brought together in this model. The 
ventilation problem the kitchen 
has been solved by the screened lou- 
vers below the glass area. Clever treat- 
ment of fence, carport and patio has 
practically doubled apparent. size. 


NATIONAL HOMES CORP., C. 


—PR 
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FABS 


New Design Standards 


RE these really prefabs? That’s a common ques- 

tion asked by home seekers as they look in 
amazement at many of the factory homes now be- 
ing produced. And it’s littke wonder. Prefab manu- 
facturers, for the most part, have set their sights 
on a high design standard. 

Why have they done this? Competition has in- 
creased. And the result has been refreshing new 
models showing imaginative construction and de- 
sign as well as better quality. The photographs on 
these pages show that the prefab industry has grown 
up architecturally. 

Certain design features are becoming almost uni- 
versal. The wide roof overhang, low pitched roof, 
larger rooms and open planning are features em- 
phasized in many models shown here. 

Manufacturers are using whole walls of glass. 
There’s an absence of load bearing partitions and 
greater use of partial walls to add both to floor 
space and the possibilities for distinctive room ar- 
rangement. Some models offer interchangeable wall 
panels so the builder can get hundreds of variations 
in the same subdivision. There are more carports, 
some attached directly to the house, others con- 
nected by breezeways and patios and including out- 
side storage cabinets. 

Inside the house, ceilings are vaulted with exposed 


beams. Fireplaces are no longer limited to expensive 
houses. Living and dining room ells are being com 
bined with kitchen areas to give more open space. 
Outside living areas visible through big window 
walls add to the illusion of space. The patios are sur 
rounded by unique fences integrated into the over 
all house design, giving more space without loss of 
privacy. Interior planning has reached the point 
where manufacturers can speak convincingly of 
flexibility and great livability. 

But manufacturers emphasize that these architec- 
tural advances do not sacrifice simplicity of design. 
Many of these advances are the result of such design 
simplifications. 

Few manufacturers limit their houses to the low 
priced brackets. They have invaded the high priced 
field as well. Expensive, larger homes with an al 
most custom look are believed by some manufactur 
ers to form an important part of the prefab market 
The potentialities of what can be produced by bet 
ter techniques and production methods have made 
possible many advanced features buyers demand. 

Anyone, of course, can produce luxurious homes 
if cost is secondary. But the fact that lower priced 
prefabs reflect the same kind of progress is a sign 
of real vigor. Prefabrication has taken a stride for 
ward and increasing public acceptance proves it, 


OPEN PLANNING AND PARTIAL WALLS bring out decorating 
possibilities in this interior. Kitchen can be completely hidden 
from view by drawing bamboo stick curtains. 


LOW PITCHED ROOF, wide overhangs and shoulder-high windows ef- 
fectively emphasize the length of this home. This is one of the few 
models offering a porch, here situated behind the carport. 


W. G. BEST FACTORY BUILT HOMES, INC THYER MANUFACTURING CORP RICHARD POLL MAN 
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HARNISCHPEGER CORP JOUN NORMILE ARCHITECT 


CONTRAST OF COLOR AND 
SIDING distinguish this flat roof 
model. Hip roof is optional. Porch 
area is larger, showing trend = to- 
ward bigger porch on prefabs. 


LOW HORIZONTAL LINES of 
this home illustrate trend toward 
increasing apparent size, Low 
pitch, wide overhang roof is fea- 
tured and brick veneer up to win- 
dow sills adds to long effect. 


BETTER PLANNED KITCHENS 
are considered necessary sales fea- 
tures in many new prefabs. Trend 
is definitely toward open and more 
complete kitche 


Note abundance 


of storage cabinets, 


THYER MANUFACTURING MPANY 


W. G. BEST FACTORY-BUILT HOMES, INC. 


MAXIMUM OPEN AREA without loss of privacy has been achieved in this 
design. Carport and breezeway are used to devise interesting variations in layout. 


AMERICAN HOUSES, INC GEORGE NELSON ARCHITECT 
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SHOULDER-HIGH WINDOWS and ell design are popular features 
used in this house. Porch extends along three-quarters of the front, 
serving as garage overhang as well. Brick veneer becomes masonry wall. 


SCHOLZ HOMES, IN 


OPEN PLANNING is used to advantage in this design. Use of 
free-standing cabinets of mahogany add custom look, and par- 
tial walls integrate room arrangement without loss of privacy. 


LARGE GLASS AREAS are 
dominant feature of this 
new 1955 model. But run- 
ning close seconds are point- 
ed, full overhang and out- 
door living area complete 
with fireplace and space for 
cooking utensils. Note vari- 
ations in roof lines, 


CENTURY HOMES Inc 


THREE-STAGE ROOF gives unusual perspective to whole house. Roof, large 
window and distinctive garage door serve to increase apparent length. Stone 
veneer is used to emphasize solid appearance. 


FIREPLACES are used to striking advantage in many of the new prefabs. 
The wood paneling alongside the fireplace softens the severe lines of the 
chimney and wall. 


MODERN HOMES CORP RICHMOND HOME HENDES AND we A t 
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1) INTERCHANGEABLE EXTERIOR PANELS of this model 
enable builders to be their own architects. Panels come in six 
foot four inch widths, and any panel can be placed in numerous 
positions, permitting hundreds of design variations. This house 
has 1,168 square feet of floor space, not including carport. 


MODULAR HOMES, INC PALPH FOURNIER ARCHITECT 


2) COMBINED ROOF STYLES are used in this house, with 
flat roof over carport and low pitch gable roof over house 
proper. In medium price range — $13-15,000 — this house is 
pre-cut and packaged for delivery to the builder. 


PLACE HOME IN WILLIAM H. WEIST ARCHITECT 


3) SPLIT-LEVEL PREFAB is one of several special models and 
styles being produced by manufacturers. Split-level house offers 


many possibilities in design variations. 
AMERICAN HOUSES INC, 


4) PREFAB DUPLEX, one of eight test models, is said by manu- 
facturer to be first of its kind. Each side has living room, dinette 
and kitchen down, two bedrooms and bath up. It sells for $20,- 
000. Cutting doors dividing partition house becomes four-bed- 
room model with extra special-purpose room. 


LPAERT HOME ING 


5) HILLSIDE DESIGN possibilities are shown in this 238-unit 
project. Partial overhangs, roof variations, varying elevations are 
used to give variety in large housing developments such as these. 
Selling prices of the houses are from $9,950 to $13,850. 


HARNISCHFEGER CORP., JOHN NORMILE ARCHITECT 


(6) VARIED WINDOW STYLES add interest to this house. 
Awning panels in upper tier of picture window give ventilation. 
Bevel siding emphasizes horizontal lines. 
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7) FOUR VARIATIONS IN EXTERIOR of this house is repre- 
sentative of the kind of variety manufacturers are stressing in 
their lines. This model has two bedrooms and full basement, 
and has 768 square feet without garage. 


COLPAERT HOMES. INC L. MORGAN ¥ T ARCHITECT 


8) SELF-SUPPORTING ROOF and no load-bearing partitions 
allow greater variety in room arrangement. One-sixth pitch 
hip roof is featured. 


GOH WAY HOME iN¢ JOHN MCLANE ARCHITECT 


9) BRICK AND STONE VENEER ARE COMBINED in this 
house, which has 1,120 square feet and three bedrooms. This 
represents good conventional design with different materials 
introduced to add to the substantial appearance. 


HOMES, G. A. HALFPRAP DESIGNER 


(10) SUBSTANTIAL DESIGN incorporates popular features such 
as picture window, full overhang, attached garage, hip roof. 
Entrance is protected by overhang, effective solution to porch 
problem. 


LUMBER FABRICATORS IN 


11) AWNING-TYPE WINDOWS are another increasingly popu- 
lar feature, as is the attached carport. This house has three 
bedrooms and sells at $8,150 to $9,750, depending on the lot. 


YETTER HOMES, INC H REID HEARN ASSOCIATES ARCHITECT 


12) MODERATE-WIDTH OVERHANGS are frequently used 
by manufacturers in medium-priced houses such as this one. 


, Roof is of more conventional pitch, but shoulder-high windows Fat 
and large picture windows introduce effect of advanced design. 10 
PAGE AND HILL HOME IN LOSE ANT LOSE ARCHITECT 
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1) DEEP ELL GIVES BETTER PERSPECTIVE to this house, 
which also stresses contrasts between stone veneer and wood 
siding. Apparent size is increased here by placing only shoulder- 
high windows on street side. 


2) VERTICAL GROOVED PLYWOOD for exterior siding is 
used on this house. This is becoming more popular as siding 


material on many prefab homes. Planter rack is used to give 
interest to bare wall area. 


THWEST AMERICAN H 


3) OUTSIDE STORAGE ROOM has been utilized in’ this 
house to add to overall length and provide unusual design 
variation. Latticed overhang and planting tray give interest to 
otherwise bare wall, and planting tray beneath shoulder-high 
window gives balance to right side of front. 


METROPOLITAN HOMES, IN 


4) RADIANT HEATING is one of the main features of this 
$10,950 model. Each room has an individual thermostat. Built 
on a slab, the house has three bedrooms, is 48 x 24, and includes 
a $1,200 lot. 


5) VARIATION IN ROOF DESIGN, brought out here by 
front gable, is a feature of many prefabs that stay close to con- 
temporary style. Picture window, panel door and color contrast 
add interest to the house. 


6) ADVANCED DESIGN FEATURES in low-cost houses are 
typical of effort to make prefabs distinctive. This house sells 
for $8,000 with only $400 down. There are four style groups, 
each expressing a particular geographical flavor. 


GENERAL IN 


(Below) CLERESTORY WINDOWS, combination flat and shed 
roof are striking features of this four bedroom home. Model is 
also available with 3/12 pitch roof without clerestory windows. 
Set back wall and roof overhang give protected entranceway 
from garage to house. Attached garage is optional. Note also 
use of three different window types. 
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Many New Financing Aids Available 


Most prefabbers offer construction money through subsidiaries and help dealer, 


builders get permanent financing. Some don’t think aids are necessary. But the 


trend is definitely toward helping dealer /builders break financing bottlenecks. 


INANCING aids offered by 

manufacturers you may be con- 
sidering merit a great deal of 
study. Most large manufacturers 
offer an attractive interim financ- 
ing plan and have acceptance cor- 
porations set up for this purpose. 
Those who do not offer such fi- 
nancing do help dealers contact 
lending institutions and give ad- 
vice on handling mortgages. 

But not all prefabbers believe 
dealer / builders should depend en- 
tirely on the manufacturer for fi- 
nancing. Some want dealers who 
can handle their own money prob- 
lems believing it makes for a 
more substantial dealership. 

In spite of the different views, 
there’s no question that financing 
is a big factor in marketing pre- 
fabricated houses. Here are ar- 
rangements commonly used. 

In 1947 National Homes. or- 
ganized an acceptance corpora- 
tion, and just this year set up the 
National Homes Realty Corpora- 
tion, both of which are FHA-ap- 
proved mortgagees. These subsidi- 
aries furnish construction money 
for dealers and, where needed. 
permanent mortgages for house 
purchasers, 

Here’s how the set-up works: 

The dealer presents the pros- 
pect’s application to the accept- 
ance corporation, and if the loan 
meets credit requirements, the 
corporation issues its Commitment 
pee where required, makes con 
struction advances which enable 
the dealer to pay for the house 
package plus on-site and erection 
costs. 

Loans are then sold to insurance 
companies, savings banks, build 
ing and loan associations, or other 
lending institutions and are either 
serviced by the acceptance cor- 
poration or the investor buying 
alone. 

Harnischfeger Corporation has 
a similar set-up. It has a subsidi- 
ary, the Builders Acceptance com- 
pany. which provides construction 


money as well as permanent fi 
nancing for home buyers. 

Harnischfeger also has a fi 
nance service department which 
services the in planning 
their financing and for the place 
ment of construction money and 
permanent mortgage money 
through sources other than the 
company’s finance subsidiary. 

“Mail order” financing is being 
offered by Thyer Manufacturing 
Corporation to dealers in ten 
southern states — areas not nor 
mally blessed with abundance of 
mortgage money. 

Under the plan, a Washington, 
D.C. mortgage company makes in 
terim financing available to deal 
ers for up to 90 days at 414% in 
terest. Amount of the loan covers 
the cost of the package shipped 
from the plant (usually about $3. 
500) plus an additional amount 
up to 25% of the package for ere 
tion costs and labor required for 
putting in foundation, rough and 
finish carpentry, etc. 

When this is done the builder 
can either complete construction, 
obtain final clear inspection, close 
loan with buyer or in his own 
name, and pay sub-contractors 
and suppliers after closing. For an 
efficient dealer. this would be 
about 45 to 75 days after delivery. 

Second choice would be to ob 
tain construction loan locally that 
will cover entire construction cost 
before closing and pay off interim 
loan before closing out house. 

This plan will help the dealer 
to build more houses with the 
same amount of capital. For ex 
ample, the manfacturer says a 
Thyer builder who can complete 
a house in 50 days under this plan 
establishes a line of credit of as 
much as $150,000, 

American Hlouses emphasizes 
its service to a builder in helping 
him locate adequate financing up 
on a local basis, rather than sup 
plying financing as part of its 
package. The company says its ex 
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perience and reputation is helpful 
to the builder. 

In contrast to these plans, Knox 
Corporation of Thomson, Georgia 
says it’s their desire to get build 
ers who are in a position to secure 
their own financing. “This posi 
tion indicates stability and their 
proven ability to properly and ef 
ficiently construct our product. It 
also means the builder ote earned 
a worthwhile reputation his 
community, 

Metropolitan Homes of Spring 
field, Ohio believes in getting fi 
nancing locally if at all possible, 
so they work with their dealers 
in their own localities, They say 
they have other sources that will 
make loans anywhere, but the cost 
to the buyer is greater. 

Lumber Fabricators, Inc.. of 
Fort Payne, Alabama has an in 
terim financing program also 
They do not provide permanent 
financing but their field staff co 
operates with builders to get per 
manent financing. 

In the case of General Indus 
tries. Inc., Fort Wayne, Indiana 
dealers need no interim financing 
The company says, “Qualified 
General Industries dealers receive 
their house package, erect it 
through FHA final inspection, and 
yet their money for the ultimate 
sale before they pay the first dol 
lar for this prefabricated house.” 

In McDonough, New York, 
Ivon R. Ford Inc. also believes in 
financing through local institu 
tions, “After local institutions 
have investigated the merits of our 
homes, we feel that their support 
is very valuable in) promoting 
sales in their area ane: we 
do have adequate interim finance 
ing of our own to take care of the 
package shipped by us.” 

Best Homes of Effingham, Hh 
nois has a finance department 
working with their dealers and 
with local and national finance 
agencies to secure the best finan 


(Please turn to page 51) 
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Case Studies 


of Promotions 


That Work 


Buechel Terrace development in Louisville features curvilinear 
and “T” streets to keep traffic under control. Note that house 
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set-backs vary in an undulating line, a way to break up mo- 
notony on straight portions of your subdivision’s streets. 


Given a boost by manufacturers’ merchandising 
aids, these builders are selling homes fast with 
aggressive promotion ideas. Most use one demon- 
stration house at a time with a site sales office and 
four salesmen present. One dealer dressed sales- 


men in western garb to promote a “Ranger” model. 


OOD MERCHANDISING techniques are selling 

homes fast for many prefab 
But, like other builders, ending good development 
land is getting more difficult. As competition in- 
creases, the number of qualified buyers is falling off. 
Good salesmen are hard to find. In spite of these 
woblems, aggressive promotions are paying these 
builders dividends. 


Building For Tomorrow 

To build future business, Cliff Knopf of Town & 
Country Realty Company, Louisville, gives a great 
deal of attention to all visitors to his demonstration 
houses, whether they are prospects or suspects. He 
uses just two salesmen. “They work only qualified 
prospects, but give enough information to ‘lookers’ 
and because some day they will 
also become buyers,” Knopf emphasizes. By quali- 
fied buyers he means those having enough take home 
pay to carry the monthly charges. 

Knopf has an office at the site as well as down 
town. Examples of his promotional brochures and 
a ce of his Buechel Terrace project are 
shown on accompanying pages. He paves the way 
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In St. Louis, J. Ben Miller uses a tent for a site sales office in 
his Bayless Hills development. This is the same house on the 


for demonstration house openings by radio, tele 
vision, classified and display newspaper advertising. 

Knopf usually keeps four demonstration houses 
open at any one time. one of each basic model. He 
is building in the $9,500 to $11,750 price range, and 
says that public acceptance of prefabricated homes 
is increasing in his area. 


Sells in Cowboy Styles 

In Quincy, Illinois, Dalhaus Realty has won 
awards from its manufacturer for demonstration 
house promotions. The company builds in the $9,500 
to $13,000 price range and handles prefabs 100%. 
The company usually keeps one demonstration house 
open at a time. 

Here are Adolf Dalhaus’ techniques: “In mer- 
chandising our homes we always try to come up 
with a new idea. We just promoted a home called 
‘The Ranger’. All our personnel dressed western 
style. We had a grill on the patio and served grilled 
wieners. One sales person was in each room and a 
girl was at the front door to hand out literature. Sev 
eral men were stationed outside to help where they 
were needed. Policemen directed traffic. 

“It usually takes 12 to 15 people to handle a pro 
motion. We don’t try to sell during our initial open 
ing but rather during the weeks following as we 
usually have about 10,000 people at our showings. 
We also do saturation type radio advertising three 
to four days preceding the promotion.” 

Dalhaus indicates that qualifying prospects is a 
delicate task. “Most people have champagne tastes 
but a beer pocketbook,” he says. “We try to qualify 
them according to their income or what they can 
handle, and we have to be diplomatic. We find that 
financing terms is our best selling point. Quality 
comes second, as most of our buyers want small 
downpayment and Jow monthly charges.” 

In his advertising. Dalhaus constantly stresses 
quality material and brand names of products used 
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front cover of this issue. He uses clever lighting at night to 
dramatize the house. Ample parking space is provided. 


in his homes. He gives a service policy with all 
houses and pays any interest on money used by the 
company. “There are no unforeseen after-costs and 
it doesn’t cost the purchaser one dime until he is 
living in the homes,” Dalhaus says. “He knows to 
the penny what the house will cost.” 

Two biggest objections to prefabs Dalhaus has 
heard from prospects is “the term ‘prefab’ makes 
them think the house is thrown together. They do 
not seem to understand the meaning of prefabrica 
tion. The other is that the walls are not plastered.” 

To meet these objections, Dalhaus explains that 
“prefabrication is a method of assembling and has 
nothing to do with quality. We explain that Upson 
Strong Built panels are used in expensive homes, 
that the surface will not crack, the material is strong 
er than plaster and has insulating qualities.” 

Dalhaus says public acceptance of prefabs is in 
creasing in his area, principally “because of our ex 
tensive advertising and the mere fact that about 
70%, of new homes built in Quincy are prefabs.” 

He says his biggest problem is finding suitable 
land and getting public utilities extended 

How is the re-sale value of prefabs in Quincy? 
Dalhaus says “all resales of prefabs have been from 
$1000 to $3,000 higher than original prices.” 

He just sold two houses, side by side, for $9.000 
and $10,500 which he originally sold for $6.800 in 
cluding lot. The higher priced one had had a garage 
added. Another house, which Dalhaus sold originally 
for $6,200 re-sold for $8.500 

Pointing out that satisfied customers are his best 
salesmen, Dalhaus says, “In all three cases just 
cited, the first owners bought larger homes in our 
new “Granview Acres” project. We have also sold 
five homes within the same family.” 


Has Showings 12 Hours a Day 
In Mission, Kansas, Fred Hornaman of Custom 
Built Homes Company, Inc., is selling prefabs in 
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In Mission, Kansas, one of Fred Hornaman’s homes goes into 
place with the aid of a crane. Like most factory-made houses, 
this one was under lock and key at the end of the first day. 


the price range of $8,350 to $9,100. He says com 
parable conventional homes are priced at $12,600 
to $14,000. About 80°% of the homes he is building 
are prefabricated, compared with about 20% of all 
new homes in his area. 

Hornaman keeps one demonstration house open 
at a time in each project. “We have complete sales 
coverage from noon until 9 pam. every day. Number 
of salesmen varies from one to four depending upon 
days of the week. One room of the exhibition house 
is used as a site sales office. We always hand out 
an informational brochure. 

“Our salesmen interview prospects to qualify 
them. They immediately get them approved with an 
associated mortgage company, and processing is step 
ped up so there is no unnecessary olay. We use in 
terior signs calling attention to various features, and 
if necessary we give an on-site tour of houses in any 
stage of construction.” 

Hornaman says the biggest problem facing any 
building operation today is finding adequate financ- 
ing at easier terms so that buyers can be qualified 
easily, “There should be some way that project 
builders could plan several months ahead without 
fear that good financing will not be available at 
the time their project is ready to open. It’s getting 
to be a problem to find good land where water, 
sewers, and other utilities are available.” 

All of Hornaman’s construction is guaranteed with 
a written warranty (see above). 


Wants Personal Touch 

In Anderson, Indiana, W. H. Highsmith stresses 
the personal touch in his selling. He does not use 
“high-powered” merchandising techniques, but does 
his best to personally satisfy all his home owners. 

“TL do the whole darn thing myself and use very 
little promotional material — just build good homes,” 
he says. This is paying off for Highsmith. He says 
at least 50° to 75% of his sales are to old customers 
over the past seven years. Also, public acceptance 
of prefabs in Anderson is increasing, he says. 

Highsmith builds in the $9,250 to $16,000 price 


Hornaman’s company, Custom Built Homes Co., Inc., issues 
a written warranty with each home along with a “Home Own- 
er’s Manual” to each new buyer — a valuable sales feature. 


Warranty of Construction 


Built Homer Co. inc Kansas corporation warranty to 


the oF 
end dew ted 
follows 


The home meets the requirements ond stondards of the apphcable building code ond has been in- 
werted and approved by the with authority to approve the condruchon 


2. The home upon delivery to the anginal purchover, was structurally sound ond free from defects in 
and maternal not common to the type and grade of motenals vied and accepted by 
the buyer as 


2 We guoronter the heating » 


om tor one heating and the electrical ening and plumbing 
one 


We «ill evitter ” months of debvery of home umpect the property for 


range, and about 80% of his homes are prefabricated. 
He adds to the value of many houses by using mason 
ry veneer. 

Uses Tent Sales Office 

J. Ben Miller of St. Louis is an ardent user of the 
“Open House” technique. On opening day and for 
the first week his display (shown on accompanying 
pages) is kept open from 9 a.m, to 9 p.m. He sets 
up a site sales office in a tent. 

On opening day, Miller uses a battery of 12 sales 
men, cutting the number to three or four on follow 
ing days. His display house is completely furnished, 
and he uses four-color brochures of elevations and 
floor plans along with mimeographed price sheets. 
A full complement of radio, newspaper and_ tele- 
vision advertising helps build up to the opening. 

“Advertising costs average about $100 to $150 
per house.” Miller says. 

Miller believes public acceptance of prefabs is 
increasing in his area, mostly because design and 
floor plans have measurably improved. 


Got Out 10% of the Town 

In El Dorado, Arkansas. the Eldorado Real Estate 
Company is putting forth much promotion to ad- 
vance their prefabs. A spokesman for the company 
says public acceptance is increasing in the area be 
cause “carpenters price their labor out of reach.” 

In July, the company opened a demonstration 
house, decorated and furnished by a local furniture 
store. “On opening day we had 2,500 visitors 
and for a town of 25,000, that’s good!” says the 
company spokesman. 

The El Dorado company keeps one demonstration 
house open at a time, and on opening day the entire 
sales force is present. “It takes all of us. We ar 
range an office and use it for advertising our firm 
as well as selling. We use a guest register and ask 
all visitors to sign it. If a prospect shows interest 
we give him the details in private.” 

Biggest problems facing them, the company re 
ports, is finding good salesmen. and getting financing. 
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Finding good land for development purposes is also 
somewhat of a problem, as in most areas. 


Uses Manufacturer's Furnishings 

Fred Mergenthaler of Harrisburg, Pennsylvania 
is building prefabs in the $12,000 price range. He 
says about 20% of new homes in his area are factory 
fabricated and that biggest objec tions to prefabs he’s 
heard are dry wall construction, lack of basement. 
and small size. 

To overcome these, Mergenthaler builds homes 
with basements and tries to : » sa prospects tha. basic 
construction of his homes is as good or better than 
conventional, that the lumber is better, the dry wall 
doesn’t crack and offers more insulation. and that 
the small size keeps the price down. 

He says public acceptance in his area is increasing 
and cites two examples of houses he’s erected selling 
for more than the price to the original owner. A 
$11,800 house sold for $12.300, and a $10,800 mode] 
sold for $12,000. Mergenthaler handled both the 
original and second sales. 

Mergenthaler keeps one demonstration house open 
al a time and uses from one to three salesmen. He 
furnishes his house with the manufacturer's sug 
gested pieces. 

He cites shortage of good land and the slowness 
of VA offices in processing applications as his two 
biggest problems. 

Biggest objections to prefabs cited by J. FE. Mille: 


This Quincy, Hlinois real estate builder got double-barrelled 
smash with this two-page center spread on opening day. In fact 
the whole 12-page section was devoted to his Granview Acres 
subdivision. Tie-in advertising was used and several interior 
shots are shown in the ad and in supporting stories. 


Ohio. 


of Geneva, 
lized design, and by far the greatest 


are stabi 
trussed roofs.” 

Realtor Miller says he answers these objections 
by pointing out that local builders are preferring 
1,-inch dry wall to plaster even in conventional 
building. “And as for trussed roofs, one need only 
point to the bracing and method of construction to 
prove their superior strength.” 

Miller usually keeps one exhibition home open. 
but sometimes uses recently-sold homes or ones un 
der construction. His promotional brochures are sup 
plied by the manufacturer. 

He says a combination of situations makes up his 
biggest problem: “Financing is always a problem 

to establish qualified buyers; and salesmen vary 
as to effectiveness. However, our big asset is own 
ing good land,” Miller says. 


Ladies Can Sell, Too 


RK. D. Robbins Company, Inc.. 
person to good advantage. They say it lends homi 
ness to the atmosphere. An office is set up on some 
less-traveled area in the demonstration house, and 
the salesmen hand out literature both printed by the 
company and provided by the manufacturer, Pros 
pects are qualified not at the site office but in the 
downtown office “where we can talk privately.” 

House features and nationally-known Seeds are 
Jlayed up in newspaper and radio advertising and 
& placards at the demonstration house. 

Robbins cites that last year his biggest problem 
was financing and “this year it’s qualified buyers 
However, neither of these is hurting us too much 
The VA deluge slowed their processing, hurt some 
what. But, this should be a banner year 
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Proud and Very Happy To Invite You 


To 
Between 18th and 19th 


GRANVIEW ACRES 


COME OUT AND SEE THIS FINE NEW 
RESIDENTIAL SECTION IN QUINCY 


LOOK OVER THE FULLY FURNISHED “MONTERIY” 
NATIONAL HOME 


+ NATIONAL HOMES BUILT and SOLD BY - 


DALHAUS REALTY 


2901 MAINE ST. - 


DALHAUS REALTY Builders and Oaerers of GRANVIEW ACRES 


QUINCY, ILL. 
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PEN HOUSE 


Everyone Invited 
You and Your Family Are Invited 
Starting at 1 P.M. Saturday, February 21 


AND 
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MEET THE GANG! DALHAUS REALTY employees 
on GRANVIEW ACRES project, 196) 


THE NATIONAL HOME NOW OPEN FOR INSPECTION HAS BEEN 
COMPLETELY FURNISHED FOR SHOWING BY 
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TIMETABLE OF PROMOTION ACTIVITIES 


“SUNDAY | MONDAY TUESDAY | WEDNESDAY THURSDAY FRIDAY 
30 to 90 deys IN ADVANCE 


., BIGGEST HOME SALES PUSH 
imod. cit your to detiven them-to you in a. buying mood | 


General instruction 
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for use on television 
log page of 

your newspoper 


| 
. 


EALTORS and builders know full well it takes 
more than sales kits to sell houses. Neverthe 
less. they know that good sales and merchandising 
aids can be a big help and manufacturers also 
recognize it. 

Thus, most prefabbers supply a basic merchandis 
ing kit: newspaper ad mats and layouts, literature 
for direct mail and “hand-outs” at demonstration 


From Movies to Ad Mats... 


prefabbers offer vast array of sales helps 


Typical Sales Aids 


1-2 BUILDER-DECORATOR SWATCH CARD by Harnisch- 
feger Corp. enables dealer to plan decoration of model 
home well in advance of opening. P & H also provides 
timetable of promotion activities in addition to ad mats, 
display cards, brochures, etc. 


3 ERECTION SERIES is emphasized in this Best Home 
brochure, providing dealer with graphic material to ex- 
construction methods to prospects. Many prefab- 
vers also furnish directional signs, neon displays, bill- 
board ideas. 


4 SALES KIT by U. S. Steel’s Gunnison Homes, includes 
TV ad displays, direct mail sales letter, publicity stories, 
radio scripts, order blanks, envelope stuffers. This kit is 
designed to tie in with national television program. 


5-6 HOW-TO BOOKLET by Thyer hits whole range of pro- 
motional ideas: showing model home, which model to 
pick, furnishing, landscaping, color selection, financing, 
use of brand-names, giveaways, etc. Brochure beneath 
booklet shows models designed for scuthern climates. 
Manufacturer insists dealers have open house on com- 
pletely finished and furnished model, staffed with com- 
petent salesmen. 


7 MASTER PLAN BOOK of New Century Homes gives 
dealer convenient portfolio of all models to help pros- 
pects pick exact home they want. It also keeps dealers 
up-to-date on new models prospects might ask about. 


8 MERCHANDISING MANUAL by American Houses lists 
everything manufacturer provides, step-by-step instruc- 
tions for entire promotion. Manual explains plan, mer- 
chandising aids, how to set up promotion and follow 
it up, check list and timetable. 


9-10 COMPLETE ADVERTISING SERVICE is part of Na- 
tional Homes’ detailed merchandising aids program. Ad 
service includes all kinds of mats and ideas for layouts. 
National magazine tie-in features reprints of features and 
special coverage in consumer magazines. 


11 SEPARATE SALES SHEETS are included in this Modern 
Homes portfolio. Each sheet features two models, one 
on each side, with illustrations, main selling points, floor 
plans, optional features. 
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houses, photographs, sales kits, and brochures 

Realizing that good photographs are essential. 
manufacturers supply high quality & x 10 glossy 
prints. Some provide expensive albums to dealers 
on a share-the-cost basis. One manufacturer, for ex 
ample, provides an album for $5, and his entire 
merchandising program is on a share-the-cost basis 

Elaborate brochures tell all about manufacturing 
methods, style lines and floor plans. They are usually 
provided to dealers at cost or less. 

Larger manufacturers, of course, offer a great deal 
more than these basic aids. Their sales kits include 
sample radio and TV scripts, classified ad sugges 
tions, reprints of advertisements from national con 
sumer and trade magazines, directional signs and 
case studies of actual projects. One prefabber makes 
available several kinds of signs, including neon win 
dow and luminous outdoor signs. 

One manufacturer has a timetable covering a 
three-month period prior to the opening of a mode! 
home. It suggests ideas for every step: 

Set up schedule for newspaper ads and printed 


matter . . . prepare brochure copy. direct mail. 
newspaper ads .. . meet with suppliers and set co 
operative promotions . . . select heavily -traveled 
streets and highways for billboards . . . prepare pub 
licity releases .. . arrange for displays in local stores, 
banks, etc. . . set up booth with miniature of model 
home in local whe and utility company .. . run 


“teaser” ads announcing date of opening. . . 

The timetable covers all angles: Make arrange 
ments for TV and radio time . start direct mail 
campaign to selected mailing list contact Civic 
leaders who will participate in opening. . . arrange 
for newspaper preview . .. place location maps . 
call real estate and women’s page editors . . . photo 
graph interior and exterior for press packet and 
advertising pictures . . . post directional signs 
begin spot announcements . smooth out Nip 
procedure . . . have all the answers on day of open 
ing — construction, financing, plans, etc. . . follow 
up with direct mail, keep list of prospects . . . docu 
ment results for reference . can the project in 
the public eye with advertising a publicity. 

Some manufacturers also offer special services 
Motion pictures, traveling display booths, home 
planning books, color charts and decorating sugges 
tions are examples. One manufacturer supplies color 
movies with sound track or printed commentary, and 
the dealer pays only transportation costs. Two pro 
vide traveling display booths that also require the 
dealer to pay only for transportation. 

An important part of leading prefab manufac 
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Two bedroom, 24 x 30-foot model by Page & Hill, Shakopee, Minnesota 
sells for $7,000. It comes with things left for owners to finish — there 
are no closet fronts, storm sash or combination doors. It has asbestos 
cement siding, asphalt tile plywood floors, and crawl space construction. 


Price on this Tithe IT house by Place Homes, South Bend, is $6,995... . 
sells for about $500 down and $40 per month. It has three bedrooms, 
464 square feet of area, standard construction, insulated ceiling, steel 
cabinets, American-Standard fixtures, perimeter warm air heating. 


Prefabs Meet Challenge of 


The price quoted includes these 
features: reinforced slab with 
weet barrier and perimeter in 
sulation; four-inch walls with 
half-inch insulating sheathing; lap 


There’s been more than a little skepticism about the $400-down-$40-a- 
month houses offered by prefabbers, but when well-planned these 
Title HI projects are meeting with much success. Prefabbers say it’s the 
answer for housing the 12 million families making $45 a week. 


HY can't families making 
$45 a week own homes too? 

Just one year ago prefabbers said, 
“They can!” and started produc 
ing models selling for a rock bot- 
tom $300 down and $37 a month. 

Kyeing these low cost houses 
critically, skeptics said they would 
not hold up well, that the type of 
people who would buy ve not 
yive them proper care. Indeed. 
these would be tomorrow’s slums. 

But manufacturers flatly dis 
agreed, ‘They said these houses 
were for the 12 million families 
who could afford a home in no 
other way, thus opening up a vast 
new house market, It was a way 
to meet the challenge of low-cost 
shelter and public housing. 

Whether you agree with one 
school of thought or the other, 
hundreds and hundreds of these 
low-cost houses, priced for FHA 
Title Il Section 203 (i) financing. 
are going up across the country. 
Where these projects are wel 
planned and sponsored by reputa 
ble real estate executives or build- 
ers, the chance that they will be 
come tomorrow’s slums is greatly 
reduced. 

Several manufacturers have re- 
fused to enter the Title IT (for- 


merly FHA ‘Title I, Section 8) 
field. They specialize in a certain 
quality and style of house and do 
not wish to become known in that 
price bracket. Yet others have pro 
duction lines going full blast on 
low cost models. 

Pace-setter of this field is Na 
tional Homes’ Cadet series. Two 
and four bedroom models were in- 
troduced in November, 1953 at 
$5,500 and $6.100 respectively. 
Terms were $300 down, $37 a 
month and $400 down. $39 a 
month, respectively. Prices quoted 
include an $800 lot. The four bed 
room model is illustrated here. 

The manufacturers say the 
1955 Cadet line has been rede 
signed inside and out to meet the 
property requirements and FHA 
mortgage insurance limits of Sec 
tion 203 (i) of the 1954 housing 
act. Prices in the new line are 
$100 more on each model, includ 
ing an $800 lot. This line accounts 
for 50% of National’s production. 

In March of this year, Place 
Homes of South Bend introduced 
its low-cost house, the ‘“Ranch- 
aire,” a pre-cut, fully packaged 
unit using conventional construc- 
tion. It sells for $6,995 $500 
down S40 a month 
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siding or Masonite board and 
batten; gypsum wallboard; slop 
ing. insulated ceiling; two-foot 
roof overhang; heated bathtub: 
counterflow heating with peri 
meter ducts; steel cabinets. 

A relative newcomer to the low 
cost field is American Houses of 
New York City. The company has 
several models priced for Title II 
financing but says the law is too 
new to have any built yet. But 
there is sizeable builder interest. 
Biggest stumbling block is land. 

Harnischfeger Corporation, Port 
Washington, Wisconsin has a 
model priced for Title IIT financ 
ing, but is not yet producing a 
large number of them. The com 
pany says it anticipates quite a 
need for low-cost models, however. 

Finding the same trend, Knox 
Corporation of Thomson, Georgia. 
has introduced its “Seymour” line 
of three and four bedroom models. 
“Acceptance is constantly grow 
ing and shipments of this model 
should exceed our combined pro 
duction of all other models.” the 
company says. 

Twelve months ago, Southwes! 
American Houses, Houston, was 
not producing any Title I houses. 
Now it is making ten Title II mod 
els a week and reports that this 


| 


Interior view of “Cadet” shows how costs were nipped to the bone to give 
most living space per dollar. Ceilings have exposed rafters. Sheathing and 
partial walls are grooved plywood (same as siding). Wet wall behind sink 
houses prefabbed plumbing package for back-to-back kitchen and bath. 


Low-Cost Housing 


figure may soon be tripled. 

Not wishing to drop into a low 
er bracket of price and standards. 
Thyer Manufacturing Corpora 
tion, makers of Pollman Homes, 
says it has had plans engineered 
for the former Title T program, 
but has not released them because 
management felt the house is not 
up to the company standard. 

Modern Homes Corporation, 
Dearborn, Michigan says the 
trend for the past year and proba 
bly for some time to come has 
been towards larger homes with 
more deluxe features such as Ther 
mopane windows, attached ga 
rages. The company is producing 
about the same number of Title 
Il houses as last year. 

New Century Homes, Lafay 
ette, Indiana agrees with Thyer. 
The company president says, “We 
have never produced a special 
Title I house because we decided 
against lowering our quality. Ma 
jor obstacles to the Title [pro 
vram were out of our control 
lot costs. local sub-contracting 
costs. and lack of permanent mort- 
yage money without paying a 
high discount.” 

New Century's Springfield, I] 
linois dealer did construct, how 
ever, a dozen or more of the com 
pany’s standard houses for the 
low-cost house program. This was 
a 24 x 28-foot, two bedroom house 
using conventional details. 

In Fort Wayne, General Indus 
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tries, Inc. is turning a strong eye 
toward the low income market. 
The company has designed its 
new line to take advantage of lib 
eral financing terms in the 1954 
housing act. Its “Scotsman” line 
has four style groups, the smaller 
ones suited for financing under the 
low-cost: program. 

Like Thyer. Richmond Homes 
has a Title II house designed, but 
may not put it into production. 

Colpaert Homes, South Bend. 
has built experimental Title I] 
models only. “As many builders 
have discovered, it is almost im 
possible to build a quality home 
for $6.000. However, we have 
FHA applications pending on 
about 50 low-cost units to be built 
in the near future.” 

Ford Homes, McDonough, New 
York, has several models priced 
for Title IL financing but no pro 
jects have yet been started, 

Best Homes, Effingham, Hlinois 
has also put a Title Il model into 
production within the past 12 
months. 

Expandable Home-, Sheboygan 
Falls. Wisconsin has just started 
to ship Title Il houses. Financing 
is being arranged by the contrac 
tors themselves 

Dixie Homes. Bladensburg. 
Maryland has two models for 
Title II financing but says 
“ground costs in the area we serve 
have not made this model a very 
vood seller.” 
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Half National Homes’ production is on the “Cadet” series, pace-setter of current 
low-cost housing. This four bedroom model, selling for $6,000 on an $800 lot, 
has 900 square feet of space. It is an expansion of the two bedroom model 
which has 705 square feet, sells for $5,500 on an $800 lot, 


Scene from New Century Homes project by A. J. Carg- 
nino, Springfield, Hlinois. Built under Tithe I, the open 
house promotion sold out the Il-unit project in two 
hours. Later nine more sold in one day. Price was about 
$6,000 including a $500 lot. They are a standard New 
Century model so are not “special” for Title 1. 


“Scotsman” line, General Industries, Fort Wayne, includes 
an FHA Title If model, Dominant features are picture 
window, complete roof overhang, window plant boxes and 
raised-panel door, Inside are three bedrooms, kitchen, lis 


ing room, bath, storage nook, disappearing stairway. 
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| prefabricated 
home manufacturers put var 
ied emphasis on qualifications they 

require of dealers. Most choose or- 

ganizations set up to handle every 

“ety of a housing development — 

What rom land acquisition through erec 

tion to final merchandising and 

sale of the houses. This may in- 

clude a complete real estate organ 

ization or a realtor-builder team. 
As Leland Lewis of Best Homes. 

Effingham. Illinois, says. “Building 

anu acturers has become so complicated we be- 
lieve the best dealer is a good co 

ordinator, able to fit all operations 

together from land planning 

through the construction to the 

final close-out of the sale. It is less 

Kx ect important today than ever that 
p this man be a craftsman himself.” 

Robert Boger of Colpaert Homes, 

South Bend, believes the best deal- 

er is one with experience in actual 

home construction and one famil 

iar with FHA and VA procedure. 

O ou Moreover, he should have a com 

petent sales organization. 

Best experience of Connett Engi- 

neered Homes, St. Joseph, Missou 

ri, has been with builders, says 


Setting Up a Prefabricated 


OU want to be a prefabricated 
home dealer. You believe 
there’s a future in it and want to 
take advantage of the opportunity. 


But what do you look for? What 
Wh t can you expect of a prefabricated 
a home manufacturer? 


To get the answers. JOURNAL 
editors interviewed a large num 
ber of prefab dealers. What expe 
riences have these dealers had? 

Some of these dealers had han 

ou Ou dled only one brand of home; the 
majority had handled at least two 
or more. Most of them had done a 
lot of investigating before they 
made their selection and they based 
iton three principal points: manu 
E t f facturer’s reputation for reliability. 
Xpec oO product improvement and accept- 
ance, assistance to dealers. 

William P. Jennings, Indianap 
olis realtor. makes this typical 
comment: “I first try to analyze 
the sincerity of top management 

anu acturers in doing a progressively better job 
in an efficient manner. That can 
be determined in the design and 
construction of their houses. in 
their plans for future models, and 
in their methods of advertising and 
promoting their product.” 
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Herbert Hazelwood. do have 
several who are connected in some 
way with a real estate office and 
do a combined job of selling and 
construction of houses for sale. 
This, as a general rule, works to 
hetter advantage than a builder by 
himself unless he is a very large 
operator.” 

Ivon R. Ford of Ford Homes. 
McDonough, New York, says, “A 
combination of a leading realtor 
and experienced builder makes the 
most ideal set-up. It is hard to find 
yood builders with sales ability: 
likewise a good realtor who will 
take the responsibility of building.” 

Edward Hwass of Harnischfeger 
Corporation’s Houses Division. 
Port Washington, Wisconsin, says 
their best dealership is one with an 
organization to handle more than 
one of the trades necessary to com 
plete a home for occupancy. “He 
has his own sales force and an or 
ganization equipped to handle the 
paper work on VA and FHA ap 
plications, and is closely associated 
with a realtor equipped to handle 
the sale of new houses.” 


William F. Miller of Metropoli 


Home Dealership is a 


Guthrie May of Evansville, In 
diana. says he investigates the 
manufacturer s ability to meet de 
liveries on schedule, the acceptance 
of the public to the houses, and as- 
sistance given in financing and ad 
vertising. 

Reputation for quality and a 
well-known name are tops on the 
list of qualifications cited by Ma 
son Homes, Inc.. Peru, New York. 
This company also looks for 
prompt field service for financing. 
amount of time taken to erect the 
houses. and a national advertising 
program with local tie-ins 

Don Reed. realtor of Painesville. 
Ohio. says. “We did a lot of shop 
ping around before we selected a 
manufacturer. The sole purpose 
was to find the manufacturer we 
felt we could trust most and de 
pend upon when we submitted an 
order. After checking with a num. 
her of companies and dealers in 
and around Ohio. I found the most 
difficult problem was getting all 
the materials shipped. Oftentimes 
there would be a rafter or window 
casing or some other part of the 
package missing. Secondly, I dis 
covered that financing assistance 
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tan Homes, Inc.. Springfield, Ohio. 
says each case stands on its own 
znerits. “Good dealers have been 
developed that have had no build 
ing experience but who had capi 
ne, business experience.” 

Jerry Scofield of Modular Homes, 
Inc., Kirkwood, Missouri, says the 
best dealers we have are “young. 
ambitious and operate real estate 
companies as an adjunct to build 
ing companies.” 

hashes Travers of Richmond 
Homes, Richmond. Indiana, has a 
different viewpoint. He says deal- 
ers’ success depends almost entire 
ly on the individual and not on his 
previous background. “But in gen 
eral, our most successful dealers 
have been project builders experi 
enced in building. developing and 
merchandising.” 

Builders who have an open mind 
and want a better and simpler way 
of building homes make for the 
best dealership, in the opinion of 
George Smith of Pease Woodwork 
Company. Hamilton, Ohio. “Small 
er builders who are closer to their 
work and vitally interested in the 
end product. usually perform the 


varies widely. Many dealers are 
concerned over whether they must 
pay cash or arrange terms.” 

Schiele and Finnell Brothers, Lo- 
gansport, Indiana, has handled two 
different brands of prefabs. The 
company recommends this proce 
dure: Examine the structure of the 
home carefully. Watch how it’s 
erected. Compare labor costs. 
What is included in the price? 

Roger Meshberger of Columbus. 
Indiana, says. “Watch the sales ap 
peal of a house. Does it have a con 
ventional look? What is the extent 
of both permanent and interim fi 
nancing? How much help can you 
expect in dealing with FHA and 
VA appraisals? What is the extent 
of national and state-wide advertis 
ing programs? What kind of co 
operation Can-you expect in getting 
your first subdivision started?” 

A. J. Cargnino, Springfield, Ih 
nois, requires that the brand of pre 
fab should have adaptability and 
that the manufacturer continually 
adjust to modern trends in archi 
tecture. He also prefers a company 
“which keeps in persunal touch 
with its 

F.. L. Bowles of New Haven, Con 
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Two-Way Proposition 


best,” Smith says. 

Southwest American Heuses. 
Houston, wants a two-way team 
1) real estate man to locate, pur 
chase and develop land, procure 
financing and handle sales; 2) a 
builder for construction. 

That is also true of Thyer Man 
ufacturing Corporation. They want 
a combination building and real 
estate company with volume ex 
perience. 

Yetter Homes, Savannah, Geor 
gia, puts the emphasis on real es 
tate experience. “We believe the 
best qualifications for a dealer is 
to have an established real estate 
business with some house construc 
tion experience.” 

Reed Kelso of New Century 
Homes sums it up. He says the 
best dealer has plenty of working 
capital so he can develop his own 
sididelens, an excellent sales and 
promotional organization. top local 
credit, a good building organiza 
tion — quality minded and service 
minded several established 
sources of permanent mortgages. 
and a driving desire to make 


money. 


necticut, handled one brand of pre 
fab before his present one. Reason 
for the change: more value. He 
says he looks for a manufacturer 
who will give a firm price on the 
yackage and not represent costs 
ous than they actually are. 

L. J. Tieso, St. Paul, Minnesota. 
has changed dealerships twice in 
order to get interim financing and 
a prefab of higher quality. 

Realtor Al Campbell of Bedford. 
Indiana, stresses the importance of 
how manufacturers select dealers 
“The quality of other dealers is 
important to me because they help 
determine the quality of the hous 
es. A manufacturer may produce 
fine houses. but if a dealer in an 
other town doesn't do his job, the 
word gets around and it affects the 
success of other dealers. A few poor 
dealers can tear down public ac 
ceptance and goodwill, A manufac 
turer should select each dealer with 
care and see that he does a good job 
or cancel his franchise.” 

Type of labor is a qualification 
of M. B. Smith, South Bend, Indi 
ana. “It’s important to me that the 
prefab I represent only requires 
semi skilled labor 
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NEW CENTURY HOMES 


LAFAYETTE, IND 


RTESY NEW 


CENTURY HOMES, LAFAYETTE, INDIANA 


Iwo automatic projectors are key merchandising aids for this 
manufacturer, One has built-in screen and shows 14 pictures — 
used for unattended displays. The other shows color slides on 
large screen, changes 125 slides automatically. Telephone on 
desk at left is most valuable sales aid, according to manufac- 
turer, since every dealer is contacted on average of twice a 
month to keep up with his problems and offer solutions. 


Movies to Ad Mats 


(Continued from page 39) 


turers’ merchandising aids is a complete decorating 
service. They employ professional interior decorators 
and color stylists to work out a portfolio of color 
schemes. Buyers then choose the particular scheme 
they want. The dealer approves the selection in or- 
der to control the color layout of his subdivision, 
as the color service includes exterior styling of the 
whole project. Included in each scheme are swatches 
of actual drapery, upholstering and carpeting pat- 
terns to be used. Flooring and countertop sample 
materials are included, along with color samples for 
walls and ceilings of each room, plus sample ex- 
terior and roof colors. 

Several manufacturers help in land planning and 
place their representatives at the caters disposal 
when he wishes advice on promotional oaetas. 
Another makes surveys of the local market for the 
dealer or will help the dealer make them. 

Standard merchandising aids are frequently pro- 
vided by the manufacturer, free or on a shared-cost 
basis. Throwaways, match books, pencils, decals. 
even nail aprons are available. 

A few manufacturers make heavy use of their 
national advertising in their local promotional ma- 
terial, tying it with the special magazine features. 
One has built an elaborate merchandising program 
around this tie-up with a national magazine. 

The amount of merchandising help available de- 
pends on the manufacturer, but in most cases you 
can get all the help you need. But merchandising 
aids can’t do the whole selling job for you in 
today’s market it still takes aggressive salesmanship. 


How Pretabbers See 


Their Future 


Prefab production is rising sharply. Some manufacturers predict 
output will double that of 1953. Problems of public acceptance, 
building codes, union opposition and transportation costs are being 


overcome. Here's a bit of crystal ball gazing, showing prefabbers’ 


extreme optimism about their future. 


S prefabricated housing in 
/X America grows from knee 
pants into knickers, it looks back 
on a much longer childhood than 
you probably realize. In 1849 
New Yorkers shipped 5,000 pre 
fab houses around Cape Horn to 
California gold diggers. Models 
worth $400 in New York brought 
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$5,000 on the west coast. 

In the 1860s Boston lumber 
dealers Skilligs and Flint patent 
“system of building houses 
from a few standardized panels” 
and sold them to the Union Army. 
Early 1900s saw intense experi 
menting with prefabs, and be 
tween worl! wars many technical 
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problems were solved, paving the 
way for a phenomenal post-World 
War II growth. Now prefabbers 
are surging ahead, as these figures 
demonstrate: 

Last year 55,000 of the nation’s 
1.1 million homes were built in 
factories and shipped to building 
sites. Leading prefabbers figure 
this is only a scratch on the sur- 
face. Production of most firms in 
1954 is showing a sharp increase 
over last year. National Homes, 
the nation’s largest producer. 
built 40% more homes in the first 
six months of 1954 than in the 
corresponding 1953 period. May 
and June showed 60% increases, 
July 84%. James Price, president. 
expects to top 20,000 units this 
year a 67% overall increase. 

Harnischfeger Corporation’s 
production is up 35% to 40%; 
American Houses’ August produc 
tion is up 20% over last August: 
New Century Homes has doubled 
its output. Two manufacturers 
who don’t wish to be quoted cite 
impressive increases 75% and 
100% over last year 

During the first six months of 


(Please turn to page 46) 
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The new “Innwood”. . . illus- 
' trates the latest “low look" of 


2 | the 3 in 12 pitched roof, now 
available for all Pease Homes. 
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The new "Shorewood" . . 
roof or low pitched roof. Four bedrooms and 2 baths, with garage optional. 


OUTSTANDING FEATURES 


1955 


Six new plans for modern family living have joined 


PEASE HOME 


the parade of Pease Homes for 1955. Included is the 


contemporary styled “Shorewood” plus new L-shaped, 


T-shaped and rectangular plans. 2, 3 and 4 bedroom 


models now in size from 32'7" x to 


44'7" x 50'3" . . 22 standard plans in all, with flexible 


features that may be easily adapted to any family’s 
needs and budget. 


. fabulous T-shaped contemporary, with choice of flat 


e A choice of high, low or flat roofs 


* A choice of double hung windows, horizontally sliding, 
or projecting sash and large fixed lights 


© Large and roomy closets with sliding doors 


© A choice of five different siding materials. 
Brick or stone veneer. 


* A choice of natural birch finish or Youngstown 
kitchen cabinets with continuous Formica tops 


© Qualify for FHA and VA insured 30 year mortgages 


Free: / 


new 72-page fact-filled book, fully illustrated 
in handy pocket size is now available to give 
you the complete story of “Pease Homes for 


1955." Includes interior and exterior views in 


nates, prices, etc. Free, on request. 


PEASE HOMES DIVISION 


902 Forest 


Avenue 
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full color plus floor plans, specifications 


, alter- 


PEASE WOODWORK COMPANY 


Hamilton, Ohio 


. 
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Pretabbers See Future 
(Continued from page 44) 


this year 30.000 homes were built 
in factories. Based on up-to-the- 
minute spot checks, JouRNAL edi- 
tors predict a sharp upturn in pro 
duction during last half of this 
year, and industry leaders expect 
steady growth from now on. 

James Price expects the indus 
try to build 20%, to 25% of total 
housing starts within the next six 
years, against less than 5% in 
1953. “It will be as rare in 1970 
to see a custom built house in the 
$15,000 and under bracket as ii 
is to see a custom built automobile 
today.” 

Can it be done? How. serious 
are the problems prefabbers face? 
What problems will have to be 
solved? 

Clifford Hill of GBH-Way 
Homes, Walnut, Illinois says that 
“compared to 15 years ago the 
problems of today are small.”’ 
Other manufacturers of long ex- 
perience might agree, but the 
problems are numerous. 

Because most manufacturers 
only prefabricate the shell of the 
house, they have little control over 


advertising space. 


remember. 


A Trio job is a guaranteed job. . 


for details. 


329 Woodlawn Ave., Aurora, Ill. 


Your building front is your most valuable | 
Make it reflect “A 
Success.’’ Good showmanship pays! 
Trio Raised Letters stand out, they are beautiful, they are | 
a show of quality. The three-dimensional effect catches the | 
eye from every angle. You will make people look and 


Trio Raised Letter fabrication is revolutionized by new 
unbreakable plastic laminated material. The letters are 
finished with five baked coats to a tile-like lustre, safely 
secured by rustproof mountings. Every display is custom- 
designed for distinctive individuality. 

. will serve you properly 
+.» yet cost you less per year of service. Act now to 
modernize your premises for prestige and profit. Write 


TRIO LETTERS, Incorporated, Dept. 710 


utility costs. Wiring, heating. 
plumbing and air conditioning ac- 
count for about 25% of an average 
home’s total cost. If the prefabber 
can produce a utility core for his 
houses he could cut costs much 
further. And lower sales price is 
the prefabber’s sharpest merchan- 
dising weapon. 

Obstacles to a prefabricated util- 
ity core are many. Present sys- 
tems must meet hundreds of dif- 
ferent local and regional plumb- 
ing, heating and electrical codes. 
Many labor unions fight prefab- 
bed utilities. Roy Hunsaker of In- 
land Homes says “union leaders 
must be made aware that prefab- 
rication provides more work for 
members because of greater vol- 
ume, in spite of the fact that more 
labor per unit is performed at the 
factory.” 

“The greatest hurdle of all,” 
says George D. Lytle of Modern 
Homes, “may be educating the 
manufacturers to completely re- 
vise their thinking in designing, 
developing and manufacturing 
more compact, more efficient 
equipment. To date prefab manu- 
facturers have had to do the de 
veloping themselves.” 


Even with these problems, some 
of the larger manufacturers are 
already supplying one or more of 
these utility components. One had 
a plumbing and wiring kit accept- 
able in 80% of the areas served. 
William B. F. Hall of General In- 
dustries contends that builders 
who want any prefab advantages 
want all of them. His firm spe- 
cializes in a complete house pack- 
age, painted inside and out, with 
and wiring installed. 

leating and bathroom equipment 
and water heater are included. 

Some prefabbers don’t agree 
“total prefabrication” will some- 
day dominate the industry. Rob- 
ert Place, of Place Homes, for ex- 
ample feels that large-panel pre- 
fabbing hasn't as to offer 
the builder as a system of compo- 
nent parts. Place stresses inter- 
changeability. “With smaller pan- 
els, the home-owner could take 
them apart and rearrange them in 
a few hours, changing the entire 
interior of his house.” 

Place reasons that outside walls 
are least important, have the least 
cost in them. Therefore they are 
least important to the prefabber 
from a profit standpoint, and can 


INSURANCE 


ATTENTION REALTORS! 


The Nirenstein National Realty Map Company has 
just completed three brand new volumes of real 
estate maps covering sixty principal cities and de- 


centralized shopping areas in the Far West: 
North Pacific States Atlas — 20 cities 


Central Pacific States Atlas — 20 cities 


South Pacific States Atlas — 20 cities 


VOLUMES WHEN THEY WILL BE DISPLAYED 
FOR THE FIRST TIME AT 
the 47th Annual Convention of 
THE NATIONAL ASSOCIATION OF REAL ESTATE BOARDS 


| 
| DON'T MISS OUR GRAND PREVIEW OF THESE 


From November 7-13 


For further particulars, write today to: 


NIRENSTEIN’S NATIONAL REALTY MAP CO. 
377 Dwight Street 


in Cleveland 


Springfield 3, Mass. 


October, 1954 
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better fit local codes by on-site 
fabrication. ‘Trusses, Place says, 
are the only answer to the “one- 
large-room” idea then inter- 
changeable panels can be put in. 

Different manufacturers name 
different problems as primary. Ed- 
ward Hwass of Harnischfeger 
Corporation cites antiquated 
building codes; Arthur 
of General Industries says the pre- 
fabbers’ biggest problem is the 
same facing the building industry 
generally — shortage of land. 

Harry Leggett of Thyer Manu- 
facturing Corporation and W. G. 
Hiatt of pone Fabricators, Inc. 
both think the lack of trained sales 
personnel with construction expe- 
rience and merchandising know- 
how is the biggest problem. 

John W. Pease of Pease Wood- 
work Co. points to the shipping 
problem. “Even though homes 
can be produced as complete units, 
they can’t be transported in parts 
over 8 x 12 feet on streets and 
highways because of existing laws 
and physical restrictions.” 

Long-distance shipping tends to 
defeat the cost-saving feature of 
prefabs. Companies say they can 
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only compete successfully within 
a 500-mile radius of their plants. 
One answer to this problem is de- 
centralization some manufac- 
turers are spreading their produc- 
tion plants to different parts of 
the country. 

But answers to all the technical 
questions won't solve the very big 
problem of public acceptance. 
Charles F. Travers, president of 
Richmond Homes, says “the ac- 
tual problems of engineering and 
building are minor compared to 
the social restraints. Prefabrica- 
tion reached its present peak at 
the height of a boom oan has a 
certain amount of house-cleaning 
to do before the stigma of those 
growth years can be erased.” 

Of course, public reluctance to 
accept radical changes in housing 
construction methods is natural. 
Social and economic changes 
which veer from the traditional 
must fight for acceptance. Pre 
fabbers claim they have the know 
how to be about ten years ahead 
of their present position, but they 
must win the complete confidence 
of the home-buying public. 
Recent trends in design and va 


riety of styling have gone far 
toward gaining public acceptance 
for prefabs, as have good promo 
tion campaigns, favorable publici 
ty and effective advertising. An 
interesting point of view on pre 
fab architecture, however, is ex 
pressed by Herbert Hazelwood of 
Connett Engineered Homes. Build 
ers are going to have to accept a 
certain amount of uniformity, 
Hazelwood says. “This does not 
mean producing one model only. 
The manufacturer must have vol 
ume to stay in business and to 
have volume his houses must have 
some uniformity. The prefabri 
cator cannot build a house spe 
cifically for one individual. A 
builder, either large or small, must 
use stock prefabricated home plans 
without changes, or he will lose 
a good share of his price advan 
tage.” 

The long view is evident in all 
these comments. And it is empha 
sized by forward-looking com 
panies who are carefully selecting 
their builder-dealers, seeking good 
reputation and merchandising 
ability as much as construction 
know-how. 


“Leap 


*CLAIRMONT 


LFI PLAN NO. 33 


In all LFI homes, from a rambling ranch 
type to carefree contemporary, you'll find 
an extra something best described as 
“appeal”. Whether you build a minimum 
house, a show house, or one in between, 


4 


youll find a plan tailored to taste and budget in LFI's si 


selection of standard designs. Or, LFI will engineer your own 


favorite plan for fabrication, panelize it to your 
Specifications and ship it to the building site for fast, easy 
erection. By either method you'll get the same quality 
materials, the same expert workmanship, the same precision 
engineering that has made Lumber Fabricators one of 


the leaders in the field. 
BUILD BETTER .. 


LUMBER FABRICATORS, INC. 
FORT PAYNE, ALABAMA 


October, 1954 


-BUILD FASTER . 


BUILD THE LFI WAY 
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Product Progress 


(Continued from page 23) 


trolled by a single switch. The grill conceals fan in- 
terior and regulates the volume of air flow. The in- 
sulated outer door seals tightly against a sponge 
rubber gasket, providing protection against weather, 
condensation, freezing, ete. 


Does Everything But “Close the Sale” 


Known as the “Home- 
Matic Selector,” this ma 
chine is engineered for 
swift, automatic matching 
of prospect and property 
uses punched cards 
to pair mal estate listings 
with prospective buyer de- 
mands even when card 
segregation is based on 
specific and minute de- 
tails. Manufactured by 
the Samas Punched Card 
Division of Underwood 
Corporation, New York. 
the “selector” is keyed to each prospect. As the files 
are sent through the sorter, it only those 
homes that the prospect has shown interest in buy 
ing. Information such as location of property, price, 
style, age. lot size, number of rooms and other data 
are punched into cards. The machine can “zero in” 
prospects with a high degree of accuracy, according 
to Underwood Samas. 


10-10 


Rambling Ranch Homes 10-11 


How the modern ranch home has come a long 
way from its early American predecessor is brought 
out in a book entitled “New Ranch Type House 
Plans,” just published by Architectural Plan Service, 
Inc., Macy Building, Jamaica. L. 1., New York. First 
of a new “America Builds” series, it contains thirty 
designs for which blueprints are available; all are the 
work of Samuel Paul, A. I. A. Copies can be obtained 
by sending 50 cents to the publisher or are available 
at newsstands. 
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| 
| Handy Inquiry Form 
| Nationa Rea Estate AND BuiLDING JOURNAL | 
| 427 Sixth Avenue S. E. | 
| Cedar Rapids, Iowa 
| I want to know more about the items checked below. | 
1 Please see that complete information is sent to me with- | 
| out cost or obligation. | 
| 

10-1 10-2 10-3 10-4 
10-5 10-6 10-7 10-8 

10-9 10-10 10-11 | 

Nome Title 
Building or Firm 

| 

Street 

| 

City State 


the contemporary prefab with a successful sales record in the mid-west 


you design the exterior 


MAttL COUPON NOW 


I would like to discuss the Modular Homes 
exclusive dealer plan with your representa- 


with interchangeable panels 


Hundreds of exterior variations are possible — 
with our standard floor plans. You orient each home 
to fit its location...and to suit individual tastes. 


Special Builder's kit 

for easy panel selection! 

Functional lines, sloped ceilings, large glass areas. 
carport (or garage) —every detail is designed to 
make this a home for easy living...a home that will 
sell in your community (at a surprisingly low price) ! 


saeeeChosen as a Better Homes & Gardens 
Five Star Home. 40 happy dealers— 
and growing every day! 


tive. 
NAME_. Two of the many front 
FIRM 
ADDRESS 
STATE____ Barrett Station & Dougherty Ferry Rds. 
Route 13 — Kirkwood 22, Mo. 
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Five minutes after truck arrives, unloading is 
under way. Loading is planned systematically. 


Floor sections are being laid over manufacturer's 
newly-developed system of clear-span steel joists. 


What Benelits 


Can Prefabrication 


Offer You? 


ENEFITS offered to you by 
BV prefabrication depend a great 
deal on your present method of 
operation and the area you're in. 
If you build in great quantity and 
can duplicate factory methods on 
the spot, prefabrication has less 
to offer you. Disadvantages might 
outweigh advantages if you pri- 
marily build expensive, very in 
dividual homes, or if prefabricated 
homes cannot meet building code 
restrictions in your area. Distance 
from manufacturing plants — or 
present intense competition are 
other factors to consider. 

But for the average realtor or 
builder constructing low- or me 
dium-priced homes in moderate to 
large quantities, manufacturers 
say prefabrication offers many ad 
vantages: 

Amazing speed of erection, 
which means lower labor costs, 
less pilferage, year-round con- 
struction and ability to build to 
meet immediate demand. Less 
skilled labor is needed. 

Superior workmanship result 
ing from improved assembly-line, 
closely-supervised production. 

Certainty of costs simplifies the 
builder’s entire financial planning. 
It takes the guesswork out. cuts 
builder’s costs by cutting risk. 

Elimination of inventory, ware 
housing problems and piecemeal 
purchasing cut overhead costs by 
50%. Administrative costs are cut 
by about one-third, 

Large manufacturers can hire 
the best architectural talent. some 
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thing few small-volume_ builders 
can afford. 

The elaborate organization of 
big manufacturers gives the aver 
age builder promotional and mer 
chandising help he can rarely pro 
vide by himself. Manufacturers 
pushing their houses national 
advertising campaigns “pre-sell” 
the product. Builders can slant 
their local advertising to capitalize 
on this national publicity. 

Builders profit from faster turn 
over of capital. Most manufac 
turers have financing assistance 
available to dealers that gives 
them a competitive advantage 
over builders lacking such help. 

Definite completion dates per 
mit the builder to plan his promo 
tional campaign in detail far in 
advance. There’s plenty of time 
for him to arrange cooperative ad 
vertising and promotion with sup- 
pliers and subcontractors. 

Mass-purchasing of appliances 
and utilities. mostly brand-name, 
enables the builder to buy at even 
less cost than can be obtained by 
purchasing off-brand equipment 
individually. 

With prefabrication, the 
amount of technical knowledge 
demanded of the dealer or builder 
is reduced. He doesn’t have to be 
an expert or specialist in a half 
dozen fields at once. 

Price advantage depends on lo 
cality and competition. One pre 
fabber gives 5% to 10% as tops. 
Others estimate the advantage to 


be as high as 20%. 


October. 1954 


Partially sided wall section is tilted into place. Re- 
mainder of siding is blended in later. 


Pre-assembled roof trusses go up fast, climinate 


need for load-bearing interior wall. 


Four hours after unloading began, gable sections 
are already being installed. Next comes roof. 


i} 


i 


. 


At 4:30 house is under lock and key, ready for 
subcontractors the next day. 
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Tax Facts 


TAX ANGLE INVOLVED IN 
solving financial problems must be 
scrutinized to minimize tax ex- 
yvenses. Good tax planning has 
Goma revealed by a tax court de- 
cision (Ada Murphy McFarlane 
v. Comm.) holding for the tax- 
vayer. It decided total amount al- 
™ ated by the corporation to buy 
the stockholder’s shares was not 
ordinary income to the sharehold- 
er as a dividend but that the gain 
on the sale was a capital gain. The 
facts are: Taxpayer and his wife 
and son borrowed money from a 
bank to buy the whole interest in 
a corporation. Later the taxpayer 
borrowed money from the corpo- 
ration to pay off the loan at the 
bank. Then, to improve the credit 
position of the corporation, the 


By E. H. WELTER, C.P.A. 


taxpayer sold enough of his per- 
sonal holdings in stock back to the 
corporation to cancel his loan from 
the corporation. Other members 
of his ‘family were not affected. 
Therefore, it was not a pro rata dis- 
tribution and not a dividend. 


DETERMINATION LET- 
ters, so named to distinguish them 
from Revenue Rulings issued by 
the National Office of the Internal 
Revenue Service, can now be 
secured from your local District 
Director if the requirements can 
be covered by rules and regula- 
tions now in force. If the question 
presented involves a novel issue 
or is excluded from the jurisdic- 
tion of a District Director, it must 
be taken direct to the National Of- 
fice of the Internal Revenue Sery- 


NATIONAL REAL 


ESTATE SECTION 


AAA-1 rated Jr. Dept. Store Chain will lease or 
buy 75-ft. frontage and up in 90 to 100% area in 
cities 12,000 to 125,000 anywhere. Brokers’ 
Edw, Mitchell, 276 - 


Sth Ave., 


operation invited 


N.Y.C 


$TOPtsc/WATERE 


With FORMULA No. 640 
A colorless penetrating liquid sealer for con- 
crete, brick, stucco, wood, canvas, wallboard. 
Holds out water, dirt, Use outside or inside, 
above or below grade. Sold 15 years. Get our 
prices on floor mastic, rubberized enamel, 
roof coating, floor maintenance materials. 
Write for pee list, samples, 
YNES PRODUCTS 
4007 an, Omaha 3, Nebr. 


=== MGKING MONEY IN REAL ESTATE = 
GIVES YOU THE BENEFIT OF MANY 
YEARS EXPERIENCE KNOW HOW: 


© LtSSON WOME STUDY COURSE 
AUTHORED BY A LICENSED 
Of 21 YEARS EXPEQIENCE.TIPS 
COMPLETE COURSE SEND FOR FIRST LESSONes 
TULN 2.00 MONTULY FoR 4 MONTHS of SAVE ®2 GND SEND 
ONLY © 7.95 FOR COMDLETE COURSE Hour! 
STERLING: DEPT. 300- GREAT NECH.NLY. 


FOR EVERY PURPOSE— 
REAL ESTATE, BUS@HESS, 
ETC. SIZE 14"x22" ON 
WHITE BPLY STOCK. 


CTIVE DISPLAY ADV. 


1702 W.19'h ST. CHICAGO B, ILL 


Baked Enamel on 30 rr Metal 
“Write for FREE SAMPLE, IMustrated 


Literature and 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 


14” x 20” 30 Steer BAKED ENAMEL 


SIGNS 


39e of 500 45¢ 100 
Write for Literature and Discount 
ENAMEL PRINTERS, Inc. 

Dept. A 619 E. Main St., Richmond, Va. 


__Training 
FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 

| | Investigate our Home Study and Residential 

courses in Real Estate. Includes all oor ol 

the business. Send for big FREE CATALOG 

today. No obligation. Approved for World 

War II and Korean Veterans. 

WEAVER SCHOOL OF REAL ESTATE 

(Est. 1936) 


2020Grand Dept.RE Kansas City, Mo. 


For Quick Action 
Use the Journal 
Classified Section 
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ice. There are other specific re- 
strictions in the use of this privi- 
lege offered to the taxpayer. Reve- 


nue Ruling 54-172, should be 
studied by those contemplating 
such action. 


SUCCESSOR CORPORATION 
to a partnership not liable as a 
transferee: Tax liens against in- 
dividual partners of a partnership 
cannot be asserted against a corpo- 
ration which had taken over the 
assets of the partnership. The cor- 
poration was not a transferee of 
the individual partners’ assets, but 
of the cataoedie property, which 
was not subject to the liabilities of 
the individual partners. (Worley, 
CA-6). 


PUNITIVE OR STATUTORY 
treble damages received were not 
taxable income under Code Sec- 
tion 22 (a). (Glenshaw Glass Co.., 


CA-3). 


1.000 BUSINESS CARDS $2.95, Raised 
TERS $3.95, TWO-COLORS RAISED LET- 
TERS $4.95 Post Paid in U.S.A., Commercial 
JOB PRINTING & ARTWORK, FREE SAM- 
PLES, SCULL’S Dept. D-7, 121 West 25th Ave 
Wildwood, 


LET- 


New Jersey 


EXCHANGES 


What YOU own for what YOU prefer 
NATIONALLY 
Inter-City, Inter-State, Foreign Countries 


PALM SPRINGS 


Rental accommodations: Hotel, Units o- 
dences, Exchanges: CHICAGO, NEW YOR 
and HOUSTON for SO. CALIP., PAL uM 
SPRINGS, or WEST COAST. Cour tesy to 
operators and realtors. CASH-OUTS in your 
community. Have CASH buyers six, seven, 
eight figures; unearned increment and poten- 
tial. Since 1925. 
LAKE TAHOE PROPERTIES 


Read our advertisement each Triday the 
National edition of the WALL STURLEI 
JOURNAL 


HEFFERNAN LAND CO., 
Drawer “CC”, 


INC. (Realtors) 
Paim Springs, Calif. 


SERVICE 


1 TO 9 DAY DELIVERY © SIGN WKS. BOX 1022 


GREENVILLE,SC 


| 
| 
} 
| | 
Cardboard Prk, 
4 MADE TO ORDER Jk 
-O. 
MES 
7 TO 10 DAY DELIVERY. 
50 


Financing Aids 


(Continued from page 33) 


ing possible in the dealers’ own 
area. \\ 
In South Bend, Indiana, Col- | 
paert Homes finances through La- 
Salle Acceptance Corporation, an 
affiliate. Through this organiza- 
tion construction loans are availa 
ble to builders and also the dis- 
position of FHA and VA final 
loans. 
Modern Homes Corporation | 
does not furnish actual financing | 
for dealers although they do help | 
dealers get financing. They say. 
“During most periods of mortgage 
funds shortage some areas usually 
have abundant funds while others 
are definitely short. Due to the 
large portion of the country we | 
service, our salesmen know where 
help may be obtained for less for- 
tunate areas. These men are train- 
ed to help dealers seek commit- 
ments and in filing applications 
on both conventional and FHA 
‘tgage *y make per ‘ 
Construction of prefabricated homes continues to show 
offices to help expedite application | increases as compared with total home building. In the first 
filing.” half of 1954 the gain was 22 per cent over the previous year. 


In Shakopee, Minnesota, Page The reason is clear. Only with prefabrication’s modern 
and Hill Homes has set-up the 


North American Acceptance Cor methods can builders meet all of today’s demands for speed, 
poration for dealer financing. It economy and quality—meet them on time, every time. 


is an approved corporate lender That’s why it’s high time to switch to prefabrication. 
established by the principles of 


Page and Hill Company which 


. ' 
originates government insured or HIGH TIME FOR FASTER STARTS. HIGH TIME FOR SHORTER EREC 
nth shad All structural materials delivered in TION TIME. No costly delays of 
guaranteed mortgages for the | ; 
one package . . . from one respon- having work held up by a shortage 
company s dealers. sible source. of materials. 
Place Homes, South Bend, In- i 


packaged houses, provides financ- HIGH TIME FOR QUICKER COM- HIGH TIME FOR PREDETERMINED 
ing for their dealers through PLETIONS. Buyers get their homes \ COSTS. Prefabrication is the sure 
| 


Crown Mortgage Corporation, the faster, and you get your money out way to nail down costs, to make 
company’s own approved FHA of the job faster. sure of your profits. 

mortgagee. Like other companies 
Place Homes helps arrange financ- Determine for yourself the advantages of prefabrication’s modern 
ing for dealers through their local methods. Write for a list of home prefabricators and learn the ad- 


organizations. vantages of a dealership. 
In Lafayette, Indiana, New ’ 


Century Homes does not yet pro 
vide financing for dealers, but it 
does extend short-term, open-ac 
count credit to qualified dealers to 
carry them to the time their local 
lenders are justified in disbursing 
on a construction loan. The com- 
pany reports qualified dealers 
have no trouble in arranging local 
credit on construction loans. 

Recognizing that help with con 
struction and permanent financ 
ing is an important sales tool, 
many other manufacturers are 
now setting up financing plans 
such as those described. 


Subscribe now to "PF", the official monthly journal of 
PHMI. Keeps you fully informed of new opportunities in 
this fast growing fleld. $3 a year. 


PREFABRICATED HOME 
MANUFACTURERS’ INSTITUTE 


932 ~ 20th Street, N.W. 
Washington 6, 
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ard models 


e 50 stand designs 


plus spec 
e Choice of exterior 
treatment 


lit materials 
+ 


Complete Factory- 
Built panels 


» Delivered direct to 


your foundation 


* Erected in less than 
60 man-hours 


finance 


e These are only a few of the | 
reasons why builders through- 
! out the Northeast prefer the Ford : 
Home package. Ford Homes are ° 
available in modern, or conven- | 
* tional style—require no compro- § 
mise with real comfort and & 
convenience. Flexibility in design 
assures quick sales and satisfied 


customers. 


Triple profits —less labor — 
less sales eftort—lower cost, faster 

turnover, less invested capital, no 
material chasing with Ford Factory :; 
| Built Homes. Write today for free jy 
catalog and dealer application or }, 


plan a visit to our plant. 


Manufacturing franchise also available. 


FORD HOMES 


McDonough, N. Y. 


One of the most eagerly sought chunks of real estate in recent 


weeks is completely covered by salt water! But under all that brine 
lies 40,000 square miles of rich oil land. Parcel in question is the 
tidelands of Louisiana. Interpreting the new Tidelands Act, state 
legislators frantically dug into old county records and found that 
a Congressional act in 1895 extended the Pelican State’s coast line 
up to 25 miles into the Gulf of Mexico. The Tidelands Act gives 
them three more miles of the rich shelf, but the legislators claim 
records show it should be three leagues (10.35 miles). Thus, their 
new coast line would be out 35 miles in places. But it remains to 
be seen whether Uncle Sam will allow such loose interpretation. 


Paul Tishman, one of New York City’s most experienced realty 


and building executives, is eyeing the new housing law as a shot 
in the arm for New York City’s middle income families. Construc- 
tion of low-cost and luxury dwelling accommodations has  pro- 
ceeded at a fast clip in the past few years. but there’s a dearth of 
middle-income housing. He says Title I, Section 220, provides the 
machinery to close this gap, and he urges all builders to take ad- 
vantage of it. 


Looks as if the home trade-in idea is getting well underway. 


Of the 800 builders who took part in the Acapulco Derby contest, 
sponsored by Minneapolis-Honeywell Regulator Company. 15%, 
competed for prizes to be awarded for the best trade-in program. 
The derby awards fishing trips to Acapulco, Mexico for 20 builders 
having the best merchandising programs during National Home 
week and five others for the best trade-in program. This kind of 
promotion should help spread the trade-in as a sales tool. 


Pardon us if we boast a bit, but one of our associate editors, 


William O. Turner, just had a new book published last month. 
It’s “The Proud Diggers.” an historical novel of the birth and 
early struggle of a gold-boom town. Published by Houghton Mif- 
flin Co., it’s currently on sale at all bookstores. If you like rugged, 
action-packed adventure, don’t miss this book! 


Looking for bargains? You may find several in a few weeks when 


an economy move by Uncle Sam puts billions of dollars worth of 
surplus federal land holdings on sale. Private brokers, appraisers, 
an auctioneers have been given the legal nod to handle the sales. 
Properties range from magnesium mines to store buildings. If you 
want to know what's for sale in your area, you can contact your 
regional office of General Services Administration in Atlanta. 
Boston, Chicago, Dallas. Denver, Kansas City. New York, San 
Francisco, Seattle or Washington, D.C. 


It's common knowledge among realtors and builders that variation 


in house designs in subdivisions adds tremendously to sales appeal. 
In fact, it's downright essential. An opinion poll just completed by 
Dr. George Gallup shows just how important the public thinks it 
is. He asked interviewees if they would favor or oppose a law to 
keep builders from building houses that all look alike. On a nation- 
wide }asis, a margin of 6 to 5 said they would favor such a law. 
In suburban areas 61% said they would favor it. 
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FOR REAL ESTATE 
SALES 


@FORT LAUDER- @ TAMPA, FLA. 
DALE, FLA. R. C. Hilton, Inc 


$338 S. Dale 
Mabry 


Jack Higginbotham 


ne 
2882 E. Sunrise Blvd 


@DENVER, COLO. 
Garrett-Bromfield & 


@ FORONTO, CAN. 

Barry E. Perlman 
o 972-4 Eglinton 

Security Bldg Ave W 


@NEW YORK, N.Y. 
Fass & Walper, 
7 East 42nd St 
Main Street Proper- 

ties Anywhere in 
the U.S.A 


@eWICHITA FALLS, 
TEX. 
Ray Keith Realty 


Co 
P.O. Box 2195 


FOR EXPERT 
APPRAISAL SERVICE 


e@COLUMBUS, OHIO 
William P. Zinn & 


@NEWARK, N.J. 
Harry J. Stevens 
Al 


Co M./ 
47 North Third St 478 Central Ave 


@NEWARK, N.J. 
Van Ness Corp 


@ EAST ORANGE, 
NJ. 


Godfrey K. Preiser H.W. Van Ness 
MAIL—SR.A President 


tN. Harrison St 24 Commerce St 


@NEW YORK, N.Y. 
Scientific Appraisal 
Corp 
7 East 42nd St 
$200,000 values and 
up only 


@FORT SMITH, 
ARK. 
FE. Patterson 
S.R.A 


Ray 
MAI 


705 Garrison Ave 


@ MINNEAPOLIS, @PHILADELPHIA, 
MINN. PA. 


Norman L. Newhall Richard J. Seltzer 
MAI M.A.1 


519 Marquette Ave 1422 Chestnut St 


est. LOUIS, MO. 
Onto J. Dickmann 
MAI 


@ NASHVILLE, 
TENN. 


Biscoe Griffith Co 
Since 1914 

214 Union St 

Tenn. -Ky Ala 


1861 Railway Ex- 
change Bldg 


@FORONTO, 
CANADA 


Shortill & Hodgkins 
Limitec 


2781 Yonge Street 
J. 1. Stewart, MAT 


@ FOLEDO, OHIO 
Howard W. Etchen 
M.A.1 


Etchen-Lutz Co 


@ TUCSON, 
ARIZONA 


Mark H. Klafte: 
MAI S.RLA 
6th Ave 


FOR REAL ESTATE 
FINANCING 


@BALTIMORE, MD 


S. L. Hammerman 


Org ne 
Curt C. Mack, 
President 


16 Park Avenue 
Baltimore and 
Country Wide 


FOR IDEAL 


STORE LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 


Organvation 
842 Hamilton St 
Specializing 
Eastern Penn 


@AUGUSTA, GA 
Sherman-Hemstreet 
Realty Co 
801 Broad St 


eBALTIMORE, MD 
B. Howard Richards 


Inc 
Morris Blde 


@eCOLUMBUS, OHIO 


William P. Zinn & 


37 North Third St 


@KANSAS CITY, 
MO. 


Moseley & Company 

Retail, Wholesale 
Industrial 

Suite Insur 
ance Exch. Blde 


@ KINGSPORT, 
TENN. 


Dougherty-Roller 
eases, Investment 
Property, Business 
es 


A 
101 Broad St 


FOR FARMS 


AND RANCHES 


@ BRADENTON, 
FLA 


Walter S. Hardin 
Realty Co 
26 years’ experience 
Hiardin Bldg 
402 - 12th St 


@NEW ORLEANS, 
LA 


Leo Fellman & Cx 
829 Union St 


@OKLAHOMA 
CITY, OKLA 
HF. Bradburn 
1123 Cravens Blde 


@PROVIDENCE, 
RHODE ISLAND 
W. Henry Coleman 
Retail, Wholesale 

Industrial 
15 Westminster St 


@SARASOTA, FLA. 
Don B. Newburn 
144 So. Pineapple 

Ave 


e@SCHENECTADY, 


R. C. Blase 
509-511 State St 


POLEDO, OHIO 
lhe Al E. Reuben 


Co 
618-20 Madison Ave 


@WASHINGTON, 
D.C. 
Shannon & Luchs 


o 
H Se NW 


@eRICHMOND, VA 


G. B_ Lorraine 
Law Building 


Broker's Co-opera 
tion Invited 
Write for 


Free Booklet 
“Virginia 


Rates for Advertising 


In the “C It These Specialists” 
Department: 
Per 
Issue 
2 lines 12 issues $3.00 
2 lines 6 issues $3.50 
2 lines less than 6 issues $4.00 


Additional lines, 50 cents per issue 
No charge for city and state lines 


FOR LAND PLANNING 


eWILMETTE, 
Myron H. West 


CGreenleat Ave 


FOR PROPERTY 
MANAGEMENT 


eCOLUMBUS, OHIO 
William P. Zinn & 


eDENVER, COLO 
Garrett-Bromteld 


Co 


Co & 
47 North Third St Secunty Blde 


@ LOPEKA, KAN 
(sreenwood Agency 
108 Fast Seventh St 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ALLENTOWN, PA @ MEMPHIS, TENN 


The Jarrett EF. O. Bailey & 
Organization Co Ine 
842 Hamilton St 128 Monroe Avenue 


iahizing 
astern Penn 


ST. LOUIS, MO 
Onto J. Dickmann 
MAI 


1861 Railway 


eCOLUMBUS Exchange Bide 


William P. Zinn & 
Co 
47 North Third St 
@eSCHENECTADY, 
N.Y 


¢ Blase 
State St 


@EDMONTON, 
CANADA 
Campbell & 

Haliburton Ltd 
10029 Jasper Ave 


ePORONTO, 
CANADA 
Shorull & Hodgkins 
Limited 
2781 Yonge Street 
©. H. Hodekins 
SIR 


eINGLEWOOD, 
CALIF 


son W. Dawso 
PO Box 505 @ TORONTO, 
CANADA 
Barry Perlman 
W224 Ealinton 
Ave W 


@KANSAS CITY, 

MO 

Moseley & Company 

Retail, Wholesale 
Industria Ray Keith Realty 

Suite 1111, Insur Co 

ance Exch. Bldg PO 


@WICHITA FALLS, 
TEX 


Box 2195 


CONSULT THESE SPECIALISTS sea 
| 
— 
| 


HOMES 
‘SOUTHERNER LINE 


BY THYER 


Model 306 (extended carport 
and hipped roc‘ with 42” over- 


=) 
hang optional). | DINING 


2 
KITCHEN 


BEDROOM LIVING ROOM 


| OR STUDY 
BEDROOM No 2 | 


+ 


Southern buyers need a “bath and 1/2” 


1107 Square Feet 


With 75°% of today’s prospective buyers having... or Including Storage 
planning to have... 2 or more children, the extra bath 
or powder room has become a necessity. Thyer has 
solved this problem with its Challenger 300” line of 
Southerner Homes ... an attractive 3-bedroom floor 
plan with a full bath and a separate half bath. The generous size bedrooms and din- 
bathroom “‘bottle-neck” is eliminated making this a : y ing space. Storage area off rear 
convenient comfortable house for families with 5 or even ‘" porch provides space for laundry 
6 members. Best of all, careful planning and engineering OM ah a equipment. 

have made it possible for Thyer to offer this “luxury” s 

feature at very little extra cost. 


Meets FHA and VA requirements. 
Full bath and 2 bath open from 
hall and both are convenient to 
bedrooms and living area. Note 3 


For more information about the “bath and 4” or other 
Thyer models, write today, We will be glad to send 
literature or have our factory representative call at your 
convenience. 


“Thyer prefabricated structural units commended 
by Parents’ Magazine” 


FINANCING ? 

Construction and permanent financing T H E T 4 Y E R M A N u FA c T u R ! N G c ° R P. 
available to qualified Southern build- 2850 Wayne Street 515 E. Yazoo Street, Dept. 1 

ers. Write for details. Toledo 9, Ohio Jackson, Miss, 
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